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From the Editor 


By now you are probably wondering what happened to your Update News 
Edition of Play Meter this month? Or perhaps you are saying to yourself, 
‘Didn’t I get my Play Meter two weeks ago? What’s going on here,’ you 
may be asking. Well, worry no more. What you are holding in your hands 
is the first complete twice-monthly edition of Play Meter. That’s right, 
from here on you will be receiving two full issues of Play Meter each 
month. I realize that this change in Play Meter’s frequency may have 
come as a surprise to most of you, but it is an important step that we have 
been working toward for quite awhile now. At last, it has become a reality. 

In the early days of Play Meter it was all we could do to put together a 
sufficient number of ads and proportionate amount of editorial material to 
come up with one issue each month. Now, all that has changed. The 
industry has experienced such a phenomenal growth rate over the past 
6% years, something had to be done. It became obvious to us, as we were 
witnessing and participating in the explosive growth period, that once a 
month was simply not enough. Things are happening so quickly in this 
ever changing industry that it is next to impossible for a monthly magazine 
to keep pace with an industry that’s growing and changing from week to 
week... 

As part of our continuing commitment to keep pace with and serve the 
industry we care so much about, we have committed ourselves to 
publishing 24 full issues of Play Meter every year. Our goal is to provide 
you, the operator, with the kind of information you need when you need it. 
And because of our new frequency, you will be receiving that information 
twice each month. 

There is no question that we are all involved in one of the fastest growing 
industries in the world. Independent research has revealed that over the 
past several years, production of coin-op games has almost tripled. The 
number of manufacturers has at least doubled. When we first started 
publishing Play Meter back in 1974, our mailing list consisted of some 
7,000-plus names. Today, that mailinglist totals in excess of 14,000 names. 
The number of people receiving Play Meter each issue presently is 8,300 
—60 percent more than last year alone. And that’s not all. Take alook at 
what equipment is costing these days. The cost of almost everything has 
doubled. Operator income has been growing at a rapid rate. So has the 
number of locations and players. Those are all signs of rapid growth in an 
industry that is still in its infancy. 

As the leading trade journal for this incredible industry, it is our primary 
responsibility to change with the times and keep pace with the growth of 
the industry. Coin-op business is becoming twice as big, twice as high, and 
twice as profitable. In order to stay ahead, you’re going to need to know 
twice as much. That’s why Play Meter is going to be hitting you twice a 
month. As the industry gets bigger and better, so will Play Meter. 

In closing, I would just like to express my sincere appreciation for the 
thousands of Play Meter subscribers who have demonstrated their 
continued confidence and support. I would especially like to thank those 
of you who came from all parts of the U.S.A. and abroad to attend the 
Amusement Operators Expo (AOE) here in New Orleans. Thanks for 
your overwhelming display of confidence; the AOE was an outstanding 
SUCCESS. 


———. 


a ee 


Ralph C. Lally II 
Editor and Publisher 
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Do you want to operate a Pinball Game on 34 Krupecs? 
62 Cruzerios? 29 Francs? 4, 350 Lira?. . .Tokens are the 
answer. Coin Acceptors and Slide Chutes are easily ad- 
justed for Token Operation. Bill Changers can be quickly 
modified for virtually any size Token, and the number of 
Tokens dispensed can be set for any quantity. 


It is important to allow a margin of size difference from 
the coins in use in any country, to prevent slugging. Pro- 
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KXPORTING ? Tokens are The Answer! 
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viding the proper Token is selected, Coin Mechs can be 
set to eliminate slugging completely. 

If you are exporting new or used equipment, you owe it 
to yourself and to your customers to consider Tokens and 
all of the advantages they offer. 

Catalogue and assorted samples are available on request. 
Phone (606) 255-5990, or write Van Brook of Lexington, 
Inc., P.O. Box 5044, Lexington, Ky. 40555. 
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THE REST! 
BELSON 


ENTERPRISES 


6 Empire Blvd., Moonachie, N.J. 07074 
201-440-2200 


301 Brewster Rd., Milford, CT. 06460 
203-878-6966 


1045 Route 109, N. Lindenhurst, N.Y. 11757 
516-226-0400 
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Letters to 
the editor... 


Rates highly 


We received a copy of your January 
15 issue from a friend and found it to 
be very informative and entertaining. 
Especially liked the descriptions 
and ratings on the new machines, 
and also the articles on the Japanese 
machines. [Tokyo trade show 
coverage —ed. | 
P. Bechard 
P&P Amusement 
Brantford, Ontario, Canada 


Please publish 


Planned on attending the Amuse- 

ment Operators Expo but I couldn’t 

break away from “the mine.” A 

suggestion: Publish in some form the 

proceedings and make them 

available to your readers. Sure 
would appreciate it. 

Ron Herbers 

R.B.R. Amusements 

Cincinnati, Ohio 


[Expo coverage appears in this issue 
and was included in the May 15 issue 
of PLAY METER. —ed. ] 


Sales spurred 


We, Leijac Co., Ltd., are enthusiastic 
readers of PLAY METER, and we 
make full use of it to know more 
about the tendency of the inter- 
national market. 

For instance, we have sent sales 
letters to the manufacturers and 
distributors in foreign markets, listed 
in your 1981 Directory Issue, intro- 
ducing our line of products, and we 
have received much more in 
inquiries than we had expected. We 
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appreciate indeed this informative 

magazine not only as a guide book of 

the industry but also as a trade 
journal. 

E. Yamamoto 

Leijac Co., Ltd. 

Osaka, Japan 


Resources 


I would like to congratulate you on 
your fine publications. Play Meter 
Magazine is well written and pro- 
vides readers with pertinent 
information. 


The Digital Circuit Design Course 
is excellent, and the new tear-out 
Directory issue is a fine resource 
volume. Your magazine values its 
readers’ opinions, and the whole 
philosophy of the publication is very 
honest and frank. 


Unfortunately, I couldn’t attend 
your convention in New Orleans this 
year. Have you considered taping 
the seminars and offering them for 
sale? Video tape would also be an 


P.O. Box 08120 


ATARI CINEMATRONICS VECTORBEAM 
Sprint 2.......... $1095 Tailgunner........ 1295 Speed Freak ....... 995 
Night Driver (sitdown) 1295 Rip OF 36644.64 «des 1795 
Subs 2216 ieus sien ees 795 UNIVERSAL 
MIDWAY Cosmic Guerilla .... 995 


1809 Olive Street 


For further information, call Pete Entringer (collect) 
LLL EIS AND SLI ELIE LL EL LL LILLE ALE DEOL ELITE LETTE EVEL LIE LED ALPES A TICE ILO ECO TIES ENG TE OIE 


7, 


Super Parts Specials 


Universal “B” Magnetic Cue Ball ........ $4.99 each (lots of 16) 


Discounts available on seconds 
16-ounce Wildcat #125 ......... 
6-digit glass displays ........... 


ete owe $3.99 each (lots of 12) 
sich dart eset ote aueah $9.99 (lots of 20) 


Ask for Mike 


S.L. LONDON MUSIC CO., INC. 


3130 W. Lisbon Ave. 
(414) 344-3220 


Audio Visual Amusements 


Offering the finest new 
and used equipment. 


REPRESENTING LEADING FACTORIES 
e SALES, PARTS, SERVICE e 
ARCADE PLANNING SPECIALISTS 


CLEAN VIDEOS JUST IN TIME FOR SPRING 


Space Invaders.... 1345 Getaway (sitdown)... 1595 


St. Louis, Missouri 63103 


excellent medium for presenting new 

products, covering coin conventions 

and coin machine repair courses. 
Gerald Galanowsky 
Clifton, New Jersey 


Wants more 


I'd like to express my opinion on Play 
Meter’s show [the Amusement 
Operators Expo], which was very 
outstanding. I was disappointed not 
to see a lot of the manufacturers that 
I built my route on, suchas Williams, 
Bally/Midway, Stern, and Atari. I’d 
also like to point out that some 
operators in the south part of the 
country cannot make it to Chicago 
every year, and having a show in this 
part of the country is an asset to the 
operator and to the distributor. I 
hope to see these manufacturers 
next year. 

Again, it was a well-run show and 
several of my fellow operators have 
the same feelings. 

Gary Domino 
American Amusement 
Morgan City, Louisiana 


($4.55 each for lots of 112) 


Milwaukee, Wis. 53208 


(314) 421-5100 


Coinman Interview: 
Steve Isaacson 


Coinman Steve Isaacson is a nationally recognized 
authority on arcade operations. As vice president and 
general manager of the Sega Centers Division of Sega 
Enterprises in Los Angeles until January of this year, he 
was responsible for all aspects of the operation of Sega 
Centers’ family amusement centers in regional shopping 
malls throughout California. 

Recently he took on the position as vice president 
and general manager of S.L. London Music Company, 
Inc. in Milwaukee, Wisconsin, a primary distributor of 
games, music, and vending equipment. As an arcade 
specialist he also works with several national and local 
operators as an advisor on equipment merchandising, 
location analysis, real estate relations, site construction, 
licensing, and financial planning. He is also an 
experienced advisor on promotion and advertising 
techniques. 

Steve joined Sega Centers in January, 1978, coming 
into the coin-op business by way of having been “a 
location,” as he puts it. 

From 1973 through 1978 he was involved in various 
entertainment enterprises such as bowling alleys, 
theaters, live music clubs, and restaurants. His 


background has also included several years in the 
banking business where he arranged mergers and 
acquisitions, handled private financing, and public 
offerings. A graduate of San Diego State University, 
Steve served for four years as a captain in the U.S. Air 
Force as a commander of a missile combat crew of 
Strategic Air Command. 


Of his recent move into distribution, Steve says that it 
provides him a different perspective of the industry, and 
he sees in that a challenge. “I enjoy the distributing side 
of the business,” he said, “because it makes me a sort of 
focal point with all my customers. I feel I have a much 
better pulse of the industry than when! was an operator. 
The reason is I’m hearing everybody’s problems, andI’m 
learning a lot from that vantage point.” 


Steve was also one of the featured speakers at the 
second annual Amusement Operators Expo where he 
delivered seminars on various phases of arcade 
operations. In fact, this interview with Steve was done 
on the morning of the last day of the AOE Show, one of 
the rare times when Steve was not scheduled to speak 
or appear on an industry panel. 
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PLAY METER: what was your first consideration when 
you took over the helm for Sega Centers? 
ISAACSON: The first thing I did when I joined Sega 
Centers was to try and determine who the market was. 
We decided that we had to find out what our market was 
because then we would know who our players were and 
could then direct our marketing toward them. 


PLAY METER: Why was this the first consideration? 
ISAACSON: Our feeling was that the more often you get 
a player into your place, the more likely he is to spend 
some money with you. Up until this time, the theory was 
that a family amusement center was an impulse place 
only, that it would only appeal to people who were 
walking by at the moment. The theory was that you 
could not market to the outside, that a family amusement 
center could not become destination oriented. So the 
only promotions that were being done at the time 
consisted in passing out coupons for free tokens in the 
mall. But there was no effort to go beyond the mall itself 
and into the home in the form of advertising or any other 
marketing effort. 

We felt there must be a way to make the arcade 
destination oriented. But to do that we first had to find 
out who our customer was. That’s why determining who 
our market was became such a high consideration. 

What we did was put some money into a promotion 
called the Sega Summer Sweepstakes, and we took out 
some radio advertising on youth stations, and we raffled 
off some equipment. We ran the promotion for an entire 
month. Players coming into the amusement center could 
sign up, and we had them give us a lot of information such 
as how old they were, what their game interests were, 
how far away,they lived, and so on. It turned out after the 
promotion that we got something like 15,000 to 20,000 
responses across our chain of ten locations. 


PLAY METER: How did this response help you? 
ISAACSON: We learned from it that the average player 
at our amusement centers was a 14-year-old male. But 
we realized a lot of other benefits from this promotion. 
For one thing, we found the players at each of our stores 
had different game preferences. We found that we had 
driving stores, flying stores, pinball stores, and that shot 
down a myth to us that all arcades are the same. So, 
based on that, we rearranged all our equipment to suit 
the desires of the clientele at the various stores, and that 
resulted in an immediate boost in revenues. 

But, more importantly, the promotion supplied us with 
a mailing list of players, and that meant we could do some 
direct marketing to that group of active players and try to 
get them to come into our stores more regularly. 


‘We found we could do some 
direct marketing to that group 
of active players and try to get 
them to come into our store 
more regularly.’ 


PLAY METER: Is this where the Sega Centers 
newsletter, Extended Play, came into existence? 

ISAACSON: Yes, we started sending out a newsletter to 
our mailing list. The first one highlighted the winners of 
the sweepstakes contest and had some free play 
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coupons in it that could be turned in at any of our stores. 
We were amazed by the amount of free play coupons 
that came back from these players from this newsletter. 
And that told us something significant, that our market 
was responsive to direct marketing, We realized that we 
could, in fact, make our stores destination oriented for 
these players. 


‘Our market was responsive to 
direct marketing. We realized 
that we could, in fact, make 
our stores destination 
oriented for these players.’ 


You see, the theory was that if you can get them into 
your store, you can do business with them. You can’t do 
business with them if they aren’t there, So we had to give 
them a reason to keep coming back. That’s why we 
developed the Sega Card. It was a- plastic card, 
beautifully done, that entitled a player to two tokens ech 
week at each one of our stores. That meant players could 
actually go from one store to another and get two tokens 
at each store, and we found this approach very 
successful. 

The Sega card became something of a status symbol in 
Los Angeles area high schools. The reason was that our 
main audience of 14-year-olds didn’t get any mail, and 
our marketing approach flattered them by giving them 
mail. It also gave the players something that looked like 
Dad’s credit cards, and so it was a good status symbol. 


aie a TER:How did the players get these Sega 
ards: 

ISAACSON: We sold them the card, and that I think is 
the best way to go about it. That way the players look 
upon the card as an investment. 


PLAY METER: And so the newsletter and the Sega 
Cards helped pick up play at your arcades? 
ISAACSON: Definitely. The newsletter, which came out 
quarterly, would always have more coupons in them to 
keep players coming in for even more free plays. But | 
should point out that a promotion like this is a costly 
proposition. So I wouldn’t advocate that everybody go 
out and do everything just like we did it. Sega spent 
thousands and thousands of dollars developing this 
technique. With all the printing and mailing costs, 
something like this becomes quite an investment. But it 
paid for itself over the years. 

Also, we were able to keep tracking our card carriers 
because when they signed up for a card, we made them 
give us even more demographic information. And we 
used this every month to run a computer analysis of our 
playing public. 


PLAY METER: So you were able to monitor any shifts in 
your membership? 

ISAACSON: We found that the membership still stayed 
predominantly in the 14-year-old range and declined as it 
got up toward 30. It started at 7, rose to a peak playing 
age at 14, and started to fall off in something like a bell 
curve as it got toward 30. And then we found something 
interesting after that. We found that it began to swing up 
again at about the age of 35. What this showed us was 
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that Mom and Dad were also carrying Sega Cards. In 
other words, what had started off as a market for 14- 
year-olds developed into a truly legitimate family 
amusement center. And as we thought about it, it began 
to make sense. The reason was we found the malls and 
the amusement centers were becoming the town 
centers. Because of the cost of gasoline, people just 
aren't joy-riding anymore. They’re hanging around 
closer to home. 


PLAY METER: Is this shift reflected in the malls 
themselves? 

ISAACSON: Well, one of the problems with enclosed 
malls in the past was that you couldn’t stay open past 
reguiar hours sometimes. It depended upon wnere your 
store was within the mall. But with a lot of the newer 
malls where they have movie theaters, they had added an 
outside access so that people could come and go during 
regular movie hours, which are after regular mall hours. 
And now we're beginning to see amusement centers put 
into this section of the mall along with the restaurants. 
They'll all be sectioned off together in an area separate 
from the regular retail stores, and it’s working fine. 


PLAY METER: But, in the past, amusement center 
operators haven't really been in a position to get such 
special placement within the mall, have they? 
ISAACSON: There has been a change in thinking along 
these lines by mall developers. That’s why they’re placing 
amusement centers in the middle of food courts and the 
movie theater. It’s becoming part of the entertainment 
center of the mall. 

As you pointed out, in the beginning when mall 
developers started leasing space to amusement center 
operators, arcades were just taking unwanted spaces. 
They were filler stores. They filled unwanted spaces that 
developers couldn’t lease to retailers because it was too 
narrow or too long or whatever. And mall developers 
found they could get huge rents by leasing this space to 
amusement centers. But within the last few years, mall 
developers have found that amusement centers and 
movie theaters and restaurants all share a relationship. If 
grouped together, they can create an excitement, and it 
will encourage families to come in together. And the 
business from one store spills over into the other stores 
for the benefit of everyone. 


PLAY METER: And this is precisely your point, that 
amusement centers no longer have to be merely impulse 
stores? 

ISAACSON: That’s right. The feeling before was that we 
were in an impulse business where people might come in 
and play some games, But now we're an attraction. 
We've become destination oriented, as we had been able 
to show with our direct marketing program. We actually 
got people coming specifically to the mall for us, to cash 
in their coupons and get their two tokens from their Sega 
Cards. We even had a case of a mother who stopped by 
to get her son’s two tokens for him because he wouldn’t 
oe to use his tokens until later when he got out of 
school. 


PLAY METER: Has the fact that amusement centers 
are becoming destination oriented improved the 
bargaining position of arcade operators with mall 
developers? 

ISAACSON: Unfortunately not. There is a frenzy on the 
part of operators to get those spaces because there are 
only so many available. So it’s still strictly a seller’s 
market. You have a limited number of malls being built 
today because of the economics and a growing number 
of operators competing for those locations. 
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PLAY METER: Then where is the best chance for the 
local operator? At the strip arcade? 

ISAACSON: I don’t want to say a local operator can’t get 
a primary mall location. It depends upon what his 
relationships are, but a lot of times it’s better if they deal 
with smaller developers. 

You see, there are really two types of mall 
developers. You have your international mall 
developers who build everywhere and who have already 
established working relationships with such companies 
as Sega Centers, Aladdin’s Castles, and other multi-state 
operations. But you also have a number of regionalized 
developers who don’t build the 300,000-plus square foot 
centers but rather are building centers with local 
merchants and are looking for a local flavor to their 
shopping centers; so a local operator may have an 
advantage in this kind of situation. 


PLAY METER: As you know, there has been a great 
influx of new people into the industry; and, for the most 
part, these people are focusing their efforts into arcade 
operations. What are your thoughts about this? 

ISAACSON: It seems that everything is an arcade today. 
When | go to a convenience store, for instance, I may see 
four, five, even six pieces being actively played, and to 
my mind that’s an arcade. But certainly today the activity 
is in the arcades. It all goes back to the point that our 


‘Our industry is becoming more 
destination oriented than in the 
past. At one time we thought 

the only place you could have a 
successful amusement center 
was in an enclosed mall.’ 


industry is becoming more destination oriented than in 
the past. At one time we thought the only place you could 
have a successful amusement center was in an enclosed 
mall. Then we found we could operate in an open air 
mall. Then we found out we could operate on the 
premises of an open mall, but not necessarily in the mall. 
And now we’re seeing some very nice places being built 
on the street that are doing great business, and! think it’s 
all wonderful. 

I think this kind of expansion is great for the industry 
as long as it’s being done with forethought. If the 
operator is making a long-term committment to being a 
professional in our industry, if he’s managing his business 
properly, if he’s keeping his store clean, if he has the right 
kind of employees, and if he has the right kind of 
atmosphere to encourage the family environment, then 
he is helping this industry grow. 

What I am conerned about are those people who are in 
this business for the quick buck, such as investor groups 
which really have no idea about our business but see it all 
as a great tax write-off. I think some of these people are 
not being properly counseled on what it is our business 
really means, what it means in terms of managing and 
replacing equipment. I am truly concerned that the quick 
buck artists could give legitimate operators a bad name 
and make municipalities and local authorities take a 
negative view toward our whole industry. 


PLAY METER, June 1, 1981 


PLAY METER: What then are some of the “Do’s”and 
“Don’t’s” about arcade operations? 

ISAACSON: Id rather focus in on the “Do’s” of arcade 
operation. First,you have to find out what your local 
authorities think about your type of operation. Listen to 
their suggestions as to what they would like to see, both 
in terms of management and specific types of crowd 
control. The first “Do” is to get on their good side 
because, if anyone can, they’re the ones who would 
probably put you out of business if you don’t comply. 

Second, if you’re building a location, you’re going to 
have to spend a certain amount of money on leasehold 
and a certain amount of money on equipment. Starting 
with leasehold, build an attractive place. Solicit an 
architect or interior floor designer, someone who really 
knows how to put a place together. It will cost you alittle 
bit of money, but go ahead and review designs and 
choose colors and themes and layout that would be 
appealing to almost any age group. It’s important that 
you do so, rather than just paint the walls candy stripes 
and throw in a bunch of games. 

Then you also have to consider game layout, with a 
mind toward free traffic flow. There can’t be any dark 
nooks and crannies. Instead,your amusement center 
must be attractive and not intimidating so that people 
aren’t going to be scared to walk into a corner of the 
place. And that all goes back to decor. 


PLAY METER: How important really is decor? 

ISAACSON: It’s very important. Anything that’s going 
to be in front of the public is important, and that means 
you should spend your money on it. We found ways to 
cut the cost in the things the public doesn’t see. For 
instance, when you’re building a store, you don’t have to 
have the best bathroom in the world for employees. But! 
think it would be foolhardy to cheapen those things the 


public can see. Instead, cheapen the things people don’t 
ue the employees’ bathroom or the manager’s 
office. 


PLAY METER: Turning to the matter of equipment 
purchasing, is there a shorter life span for games in an 
arcade than games outside on regular street locations? 
ISAACSON: You're asking me a question about today’s 
volatile market. There are a lot of 90-day wonders today 
because,for instance, of the intense competition with 
space-type games. And that means the public can get 
very tired of a game very quickly. 

Now as far as the arcade operator goes today, in terms 


‘T think the theory of rotation is dead. 
There is no place to rotate. There is 
nothing to rotate. If you are on top of 
the market and have four, five, or six 
arcades, you must buy top games for 
those locations.’ 


of his equipment purchasing, | think the theory of 
rotation is dead. There is no place to rotate. There is 
nothing to rotate. If you are on top of the market and you 
have four, five, or six arcades, you must buy the top 
games for those locations. You’re not going to be able to 
Asteroids, for example, and say you're going to rotate 
rotate that Asteroids to your second store. [he second 
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Survey results 
-_. compiled through — 
Piss MAD HT a Garis ies, 


Top Videos 


APRIL 1 MARCH 20 APRIL 1 MARCH 20 
PAC-MAN/Midway 2 6 MISSILE COMMAND/Atari 6 
ASTEROIDS/Atari 7 BATTLEZONE/Atari 
BERZERK/Stern 8 GORF/Midway 
DEFENDER/Williams 9 RALLY X/Midway 
GALAXIAN/Midway 10 PHOENIX/Centuri 


Others receiving votes: ASTRO FIGHTER (Gremlin), SPACE INVADERS 
(Midway), STAR CASTLE (Cinematronics). 


Top Pins 


APRIL 1 MARCH 20 APRIL 1 MARCH 20 
BLACK KNIGHT/Williams 6 BLACKOUT/Williams 4 
XENON/Bally 7 SPACE INVADERS/Bally 
FIREPOWER/Williams , 8 GORGAR/Williams 
FLASH GORDON/Bally 9 NINE BALL/Stern 
FLIGHT 2000/Stern 10 FLASH/Williams 


Others receiving votes: BIG GAME (Stern), SCORPION (Williams), 
SILVERBALL MANIA (Bally). 


If you would like to join readers currently participating in the survey, simply fill the coupon below and 
mail to: Play Meter Equipment Poll, P.O. Box 24170, New Orleans, LA 70184. 


NAME 

COMPANY NAME 
ADDRESS 

CLEY. 
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store isn’t going to do any business. You've got to have it 
now. And you may have to have more than one. You may 
even have to have two or three to accommodate the 
crowd. So you have no place else to go with that piece 
because it has to stay in that store. And the only other 
thing you’re going to be able to do with it is to trade it in. 

The only possibility of game rotation that I see today is 
in very unique pieces, i.e., a big sitdown flying or driving 
game. That is what we used to call a sort of attraction 
piece. That’s the kind of piece you could put in the front 
part of your store to get people in. A piece like that could 
be rotated. A good example was Hercules, the big pinball 
game. We bought a few of them because they were 
profitable, and they were unique. It was an attraction 
piece. And you could move that from place to place to 
catch people’s eyes. You can still rotate equipment like 
that. And it is good to have pieces like those, and you can 
still rotate a pingame because there is a variety of those, 
and so there’s still some possibilites for rotation there; 
but you’re not going to be able to rotate a hot video 
game. 

The arcade public is very aware of what they want to 
play today. they’re very sophisticated, more 
sophisticated than they were a few years ago when 
they’d play almost anything. Today they want to play 
Berzerk. They want to play Defender. When we first put 
in the Atari Football, I saw this phenomenon taking 
place. We didn’t start buying that game for all our stores, 
until we saw it was an attraction in itself. Then we started 
buying in duplicates for some stores. But I remember 
being in the office one eneving and getting a call from 
some player who said he was driving around looking for 
an Atari Football and wanted to know our nearest store 
with one. Of couse, I gave him directions, but it ranga 
bell about this coming phenomenon. I'd never seen that 
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before. That is an example of someone who is selectively 
looking for a specific game to play. More and more we 
are having that today. People want to play Defender. 
They want to play Asteroids. They’ve got to have that 
stuff. And that’s what they’re going to play. They’re going 
for that specific reason. 


PLAY METER: What are your thoughts about 
equipment purchasing, as far as the number of games 
for available space in an arcade? 

ISAACSON: The operator, of course, should try to put 
in a balance of equipment that will maximize his return 
on investment and that will allow him to stay current with 
the trend in games. He has to look at his game purchases 
as not merely a one-time investment but as a continuing 
investment in his product. 

I don’t really think there are any hard-fast rules an 
operator can go by as far as his game purchases, though. 
The games are pretty much limited by the amount of 
space he has in his store. One of the things I'd like to 
point out at Sega Centers, however, was that just 
because you have a room of, say, 4000 square feet, that 
doesn’t mean you have to fill it with 100 games. In some 
cases we found rooms with as many as 65 pieces, but 
when we analyzed it we found we were only getting an 
efficient return to about 40 games and beyond our 40th 
game it was a matter of diminishing returns. 

When you stop and think that each of those games 
requires electricity and maintenance, parts, collections, 
and so, on, you realize like we did that it costs us money 
to have those games in the store. Because of this, I know 
of some arcade operators in various parts of the country 
who are partitioning off parts of the large spaces they’re 
leasing and are not using them. They’re paying the rent 
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but would rather operate with smaller numbers of games 
than occupy all the space with a whole lot of games. 


‘Arcade operators in various 
parts of the country partition off 
part of the large spaces they lease 
and are not using them. They’re 
paying the rent but would rather 
operate with smaller numbers of 
games than occupy all the space 
with a whole lot of games.’ 


I think it depends on the traffic at the location. And 
then, of course, there are some places where! have room 
for only 40 games and wished I had room for 50 or 55. It all 
depends on the traffic flow. So you have to consider two 
things: the size constraints of the store as to how many 
pieces you can get into the store, and then you have to 
consider how many pieces the store warrants. 

There’s only so much money around a given location, 
and I do not believe that in today’s climate of games, 
people will pay to play just anything. That was the case a 
few years ago. If they couldn’t get onto Space Wars, they 
would just as soon play a Stunt Cycle. But today people 
are more selective about what they’re going to play. 
That’s why we’re seeing banks of the same game, banks 
of Berzerk, banks of Asteroids. That’s what the public 
eae to play. And I don’t think they’re playing Stunt 

vele. 

Also, there’s something else to consider about having 
filler games on your floor. It’s going to break down, and 
that’s not good. You just can’t put a big sticker on the 
game that says “Out of Order” and be done with it. You 
have to get it off the floor and into the backroom because 
by keeping pieces like that on the floor you’re going to 
hurt your image. 

So you have to look for the happy medium. A place 
that has too few games looks vacant and uninviting. And 
a place that has too many games looks crowded, 
especially if there aren’t that many people playing. So 
you have to look at your location and the configuration of 
your store to decide what is best for you. There are all 
sorts of shapes for stores—long narrow stores, like 
bowling alleys, and so on. One thing we did before we put 
any games in our stores was use paper doll models of the 
games, based on their approximate sizes. We'd take a 
drawing to scale of the floor of our location, then we’d 
take the dolls and arrange our store before we ever put a 
game in so we would know what it was going to look like 
beforehand. You have to keep in mind what your store is 
going to look like. 


ites METER: What are you looking for as far as traffic 
Ow: 

ISAACSON: In the front of the store, you’re looking to 
attract people in. The store itself is the attraction; so it 
has to be visible for what it is. I once turned down a 
location in a mall that had a five-foot-wide entranceway 
that was forty feet long leading back to 3,000 square foot 
center. It was long tunnel, a very narrow hallway, and 
you had to know there was a huge cavernous game room 
inside or else you wouldn’t have ventured in. So | didn’t 
take the location. One of our competitors took it, and I’m 
sure he’s doing very well with it since there are only so 
many malls and so many opportunities, but that’s how 
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What a year 
for 
Game-A-Trons 
Video Games! 


Watch for these releases: 


* SPACE BUGGER ™ 


—FEBRUARY 
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—JUNE 
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—OCTOBER 


All games developed and 
manufactured by Game-A-Tron 
in the good old U.S.A. 


Copyrights and patents 
pending 


Game-A-Tron will take all legal action 
necessary to protect its proprietary rights. 
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New Britain, CT 06051 
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important the store front image is to me. When! was with 
Sega Centers, we would make extensive use of mirrors, 
appealing colors, and very modern and appealing signs 
to attact the eye of the customer going by. 

Now, as far as merchandising the equipment that goes 
inside, I think you’d want to put your best shot forward. 
So you’d want to display your best pieces up front, and 
that will attract them in. One of the reasons for banking 
like six Asteroids is because it has an appeal. It’s a unique 
merchandising display. 


PLAY METER: Should you, then, as a matter of rule put 
your hottest games right up front? 

ISAACSON: I think you have to be careful not to put all 
your hot games up front in one area of the store because 
you want the traffic to flow all through the store. We used 
to put all our pingames in the back and the videos up 
front because the pin player would find those games and 
filter back there, and the video players would stay more 
or less up front. 


PLAY METER: What are your thoughts about cocktail 
videos as far as their place in arcades? 

ISAACSON: We had an operating theory that we would 
not have cocktail videos because it would allow people to 
sit down. What we wanted to avoid was people coming in 
and sitting down in chairs and throwing their bags on the 
floor and loitering, because then the arcade may become 
a hangout. So we always wanted people to stay on their 
feet and keep moving. But what we did was take the 
cocktail tables, build them up on pedestals, and make 
them stand-arounds. We liked it as a unique approach to 
games. We could stand it up in the middle of the store 
and not have to line it up against the wall like the other 
pieces, and of course, it made it easier for us to get hot 
games that we couldn’t normally get in their upright 
models. 

Now some operators, I understand, are using cocktail 
tables in their arcades for players to sit around, and 
they’re being well-accepted. It just goes back to your 
personal operating philosophy and how you want to 
manage your traffic. 


PLAY METER: At one of your seminars at the 
Amusement Operators Expo this year, you warned 
operators that, as far as the new games being marketed 
today, “We may be looking down the barrel of a bunch of 
Chryslers.” What did you mean by that? 

ISAACSON: I am very concerned by the tremendous 
influx of new equipment right now. From what I have 


‘From what I’ve been able to 
determine, the number of games 

being produced domestically is 

three times what it was a year ago 


been able to determine, the number of games being pro- 
duced domestically is three times what it was just a year 
ago, and that’s not counting the imported games that are 
coming in by the boatloads. There is a screaming 
demand for equipment right now from the operating 
segment, and we distributors are not able to fill that 
demand; and the manufacturers, to meet that demand, 
are gearing up to produce even more. But, what I’m con- 
cerned about is that at some point the market is going to 
absorb all those pieces; and the reason | feel that,is 
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because with the rapid expansion of locations at con- 
venience stores and places where games never were 
before, it may be growing too fast without a lot of fore- 
thought. If the locations are not managed properly, they 
could give this industry a negative image and create a 
legislative backlash that could hurt the further growth of 
this business. At the same time, the pipeline is running 
with games, and I feel we could reach a situation where 
distributors’ and manufacturers’ warehouses are backed 
up with equipment operators can no longer take, 
What will happen is that the pipeline will be filled and 
the spigot will not be able to be turned off fast enough. It’s 
like everything else, prices drop very quickly, and then 
you have a glut of games and a very fast depreciation of 
unsold inventory and inventory in operator’s 
warehouses. The used market is very hard to tap right 
now. There are very few places where filler pieces are 


‘There are very few places where 
filler pieces are being accepted, 
and that goes back to having to 
have top games at all times.’ 


being accepted, and that goes back to my statement that 
you have to have top games at all times if you’re going to 
be a successful arcade operator today. The hot game of 
today may be a filler piece in ninety days, and if there’s no 
filler market, then obviously the price on your inventory 
drops very quickly. 


MONROE/ 


FLORIDA 


PLAY METER: One last question, you are very 
concerned about the industry’s image. Do you have any 
suggestions as to what can be done as an industry to 
help promote the good image of the games industry? 
ISAACSON: First of all, the reasonI’m concerned about 
the industry’s image is because there are a lot of 
examples today of image problems in this industry. For 
that reason, I think the suggestion that was made during 
the Early Bird Keynote address at the AOE—that the 
industry should do some institutional advertising like 
other industries have done—is a good idea. [See PLAY 
METER, May 15 for a report on the Keynote talks. — 
ed. | 

We have to sell the American public that this thing we 
offer them is fun, good clean fun, and that it’s okay to 
have these machines. It could be done in a very 
convincing and wholesome way. An example of an 
industry that got together to sell a product was the milk 
industry, and it was very effective. I think the sales of milk 
went up considerably as a result. That’s why I think we 
need to do some sort of institutional advertising—a sort 
of cooperative venture by manufacturers, distributors, 
and operators alike—with the sole intent of selling the 
public on the idea that our games are okay. It could also 
encourage people coming into the industry to follow that 
lead by seeing what a good place looks like, or should 
look like, and maybe that will head off some of that 
legislative backlash that I think could occur if our growth 
gets out of hand. And since we all plan to be in this 
business a great number of years, and since Gary Stern 
said at the AOE Keynote seminar, that we don’t want to 
kill the goose that’s laying the golden eggs, I think with 
everything we’re taking out right now, maybe we should 
be putting something back. 8 
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In part one of this year’s arcade 
survey, we learned about the relative 
size of the arcade side of the 
business. We now have a good idea 
as to how many arcades there are all 
across the United States, and the 
number of operators involved in 
arcade operations. We examined the 
various types of arcades and 
estimated the average number of 
games in each arcade. We found out 
how arcade operators handle 
serious problems, what systems of 
cash accountability they use, how 
they promote play, and how many 
are using tokens in their arcades, as 
well as other aspects of the arcade 
business. 

In part two of this year’s arcade 
survey, much of the attention will be 
focused on the actual games 
themselves— in particular, pins and 
videos. With all due respects to other 
types of games that are commonly 
found in America’s arcades, videos 
and pins have been the two 
outstanding performers in arcades in 
recent years. 

Up until recently, the pinball 
machine was the undisputed king of 
the arcade. But with the success of 
such games as Space Wars, Space 
Invaders, and Asteroids, videos 
have emerged as the top performing 
amusement device in the country. 
That’s not to say that pinball is on the 
decline. In actual fact, pinball is just 
as popular as ever. The reason for 
the upsurge in video is that the 
games themselves have expanded 
the player base and have created a 
huge demand for video games. 
According to recent PLAY METER 
surveys, pinball earnings at the 
national level are holding more or 
less stable, and this should indicate 
that the pinball playing population is 
also remaining stable. Video, on the 
other hand, seems to be attracting 
more and more new players as each 
new game comes out. Video games, 
therfore, appear to be propagating 
their own player population at a 
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Part II 


much faster rate than pinball. The 
obvious conclusion here is that 
video, by virtue of its broader player 
appeal and level of sophistication, is 
attracting more play than pinball, but 
not at the expense of pinball. 

While pinball’s earnings have 
remained relatively stable, sales of 
pinballs have decreased. The 
implication here is that pinball has 
not lost favor with the players but 
rather with the operators them- 
selves. In a certain sense, the old 
guns and butter theory of economics 
seems to apply to the amusement 
industry just as well. The demand for 
video games has risen to such an 
extent that the operator demand— 
and, therefore, the production—of 
pins has dropped proportionately. 
Testimony to this fact is the number 
of pinball manufacturers that have 
diversified their product line by 
entering into the video games 
market. Witness such companies as 
Williams, Gottlieb, and Stern. We 
can see the effects of this 
development in this year’s arcade 
survey. 

We were interested in testing the 
mix between videos and pins in our 
nation’s arcades. We were not 
surprised to find out that the videos 
outnumbered pins by an average of 
two to one;and,in some cases, the 
ratio was even three to one. The 
average arcade in the United States 
has approximately eight pinballs, 
while the average number of videos 
is fifteen. 

An investigation of the current 
buying habits of the nation’s arcade 
operators shows a dramatic 
difference between the pinball and 
video game markets. The following 
table ilustrates the current demand 
situation for pins and videos. 


Pinball Purchases 


Bought More 10% 
Bought Same 22% 
Bought Fewer 68% 


Arcade Operators 
Survey 


Video Purchases 


Bought More 86% 
Bought Same 10% 
Bought Fewer 4% 


While the above table points out the 
obvious differences between the 
demand for both videos and pins, it 
also illustrates the arcade operator’s 
purchasing dilemma. It is apparent 
that money that previously was 
earmarked to buy new pinballs is 
now being used to buy more videos. 

If arcade operators were willing to 
cut back their pin purches in order to 
purchase more videos, they must be 
another reason in addition to player 
demand. Their rationale, according 
to this year’s arcade survey, was 
proven to be in the cashboxes. 
Arcade operators participating in the 
survey were asked to report their 
average earnings for both pinballs 
and videos. The following table 
shows the current difference in 
earnings between pins and videos in 
arcade locations. 


Average Weekly Gross in Arcades 


Videos $145 
Pinballs $75 


The difference here is not quite as 
startling.Both types of machines 
have approximately the same 
location life, or so it appears. One 
would conclude that pins are going 
to last long on location simply 
because they are not being replaced 
as soon as they should be. With most 
of the operators’ money going 
toward the purchase of new videos, 
little if any is left over for the 
upgrading of pinballs. Pinballs are, 
therefore, staying on location longer 
than neccessary. 

With new equipment lasting 
longer on location,we become 
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conerned with the question of 
service. Which is easier to service, 
pins or videos? We put this same 
question to the arcade operators and 
learned that 47 percent said that 
videos were easier to service than 
pins, while 27 percent said pins were 
easier to service. Another 27 percent 
said service was about the same 
insofar as service goes. 

In defense of pinball, one would 
have to conclude that these results 
were rather predicatable. After all, a 
pinball machine is not only subject to 
abuse from player pounding but also 
to contend with the physical third 
dimension of a steel ball careening all 
over the playfield during play. These 
two factors alone, which are not 
present in videos, constitute the 
major cause of repairs in pinballs. 

Last but certainly not least was the 
question of profitability in arcades. 
All indications led to the general 
conclusion that arcade operators 


were making more money than ever 
before. This fact was borne out by 
the last question in the survey. The 
arcade operators were asked if their 
net profit after taxes increased 
during the past year, decreased, or 
stayed about the same as expected, 
74 percent of the nation’s arcade 
operators said they are experiencing 
an increase in net profits. Seventeen 
percent said profits were remaining 
steady, while only six percent 
reported a downturn in profits. 
Allin all, the outlook for the future 
of arcades in the United States 
appears bright. Public awareness 
and acceptance towards coin-op 
entertainment has increased 
drastically. The quality and 
sophistication of the games being 
manufactured today are far superior 
to the games of the past and have 
been major factors in attracting so 
many new players into the nation’s 
arcades. “ 


Star Castle ‘copies in court 


In a case which may have 
landmark repercussions within the 
industry, Cinematronics, Inc. of El 
Cajon, California, has filed a $6.5 
million suit in U.S. Districl Court in 
Phoenix against a marketer of a 
game which Cinematronics alleges is 
an “exact copy” of its popular Star 
Castle video game. 

U.S. District Court Judge Charles 
L. Hardy issued a temporary order 
to restrain a Phoenix man, Bernie 
Shapiro, from selling the alleged 
copycat games. He also authorized 
Cinematronics’ attorney William A. 
Brockett to seize the copycat 
equipment and Shapiro’s financial 
records relating to the equipment. 

Cinematronics sued Shapiro for 
$1.5 million in actual damages and 
another $5 million in punitive 
damages for allegedly hurting 
Cinematronics’ business by selling 
inferior products at lower prices. 

Shapiro, however, was not 
available at the March 27 hearing to 
refute the charges that he had 
infringed on Cinematronics’ 
copyright by importing equipment 
that uses the same cinematography. 

A second hearing was scheduled 
the following week on a Cinema- 
tronics request for an injunction that 
would permanently prohibit Shapiro 
from selling the equipment. 
According to Cinematronics, the 
alleged copycat games duplicate 
Star Castle’s copyrighted visual 
effects in their computer program 
and are reportedly so much like the 


Cinematronics equipment that the 
Cinematronics trademark and copy- 
right notice even appear on the 
visual display. 

An affidavit accompanying the suit 
alleges Brockett hired a private 
investigator to buy one of the 
copycat games March 20. According 
to the affidavit, Shapiro told the 
investigator, Jack Palladino, that the 
game he was selling was an “exact 
copy” of Star Castle. 


Cinematronics, which claims to 
have obtained a copyright of the 
game’s visual effects in September, 
says it has committe $15 million to 
the development of the popular 
video game. 

Brockett told the Phoenix 
Gazette at the hearing that more 
suits may be filed across the country 
on behalf of Cinematronics. Said 
Brockett, “Whenever we can track 
this alleged copyright infringement 
down, we will try to stamp it out. 
Phoenix is just the first city.” 


But Brockett added that he didn’t 
have any information that the games 
were being sold elsewhere in the 
United States. 

Cinematronics was reportedly 
scheduled to go back to U.S. District 
Court in Phoenix April 16 on the 
matter. 

Said David Stroud of Cinema- 
tronics about the suit,“This is the 
first time anything like this has been 
done in the United States. We think 
it may be a landmark case.” 
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Big AOE Turnout: 


Operators Claim 
how As TheirOwn ~~ 


The reaction by exhibitors and 
“non-exhibitors” was one of utter 
surprise. After last year’s first ever 
Amusement Operators Expo 
(AOE), many exhibitors left shaking 
their heads, saying a springtime 
show geared specifically for the 
operator would never succeed. The 
reason? Turnout. 

It appeared very unlikely to many 
of these exhibitors that the AOE 
would provide the “draw” they 
needed for the show to be successful 
for them. There was never any 
question the wide-ranging seminar 
program was getting high marks 
from everyone, but there was a 
serious question as to how 
interested operators really were ina 
no-nonsense seminar program 
which dealt with the nuts and bolts of 
their operations. An industry trade 
show designed with the operator in 
mind, they said, would never suceed. 
So, many exhibitors left last year’s 
AOE believing that, as large as the 
U.S. market was, there was room for 
only one national trade show, and 
that being the AMOA Show in the fall 
which is designed for distributors 
and for association members to 
conduct association business. 

Thus, a considerable number of 
the manufacturers who exhibited at 
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Debbie Stroud of Cinematronics (top right) 
beams at the continuing interest in Star 
Castle. Bottom right: the show, to the 
surprise of some exhibitors, turned out to 
be a buying show. Universal execs (above) 
look on as TV cameras film the games; 
and Jim Douglass (immediate right) of 
Coinco explains the features of his 
company’s coin door. 


Amusement Operators Expo ’82: 


March 26-28 
Hyatt Regency, Chicago, Illinois 
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the first ever Amusement Operators 
Expo of 1980 decided against 
exhibiting at the second annual 
AOE. 

It was a mistake, as many of them 
said afterwards. 

What they did not anticipate was 
the truly phenomenal turnout by 
operators who had heard from other 
operators who had attended last 
year that the show was indeed 
worthwhile. The word had gotten 
out to the rank-and-file operators, 
but apparently it didn’t make its way 
back to the factories. 

The result was a lopsided show—a 
large quality attendance, and a 
sparse showing of equipment with 
some of the industry’s biggest 
factory names not in attendance. 
Consequently, major exhibitors who 
had opted to not show at the 1981 
AOE have already expressed 
interest in booking space for the 
1982 show, and some have already, 
in fact, booked the space. 

For the operator, that means the 
third AOE will probably put it all 
together—with the large exhibitor 
representation needed and the solid 
turnout expected from the 
snowballing interest in the seminar 
program. 

Less than a month before the 
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show, there was a definite trend of 
growing attendance at the show. 
And major factories, which had 
previously pted to stay out of the 
show, began to couch their bets by 
making sure their games would be on 
the floor of the show 

Bally’s new pinball game appeared 
in the booth of supplier Big State 
Supply of Fort Worth, Texas, a 
subsidiary of Wildcat Chemical 
Company. Williams’ new pinball and 
the cocktail version of its first-ever 
video appeared in the U.S. Billiards 
booth (since principals of U. S. 
Billiards also operate a distributing 
firm which represents Williams) And 
Stern Electronics’ new pinball and 
video found their way onto the floor 
of the show via International 
Totalizing Systems’ exhibit. 

It was a curious arrangement with 
some of the biggest manufacturers 
noticeably absent from the show but 
somehow present nevertheless. 

Then as the people poured 
through the doors ot the exhibit hall 
10:30 a.m. March 12 at the Hyatt 
Regency in New Orleans, the 
exhibitors and “non-exhibitors” 
watched in utter disbelief. “Phenom 
enal,” “fantastic,” “great,” “super,” 
“totally unexpected,” “amazing’— 
none of them had expected a turnout 


The Gottlieb crew were thrilled with the 
tremendous reception to their Mars pinball. 
The aisles and games were crowded by 
the phenomenal turnout (left, bottom 
photo). Data East execs (below) reported 
doing a heavy business on their cassette 
game system. Jim Sneed and George Will 
of Kurz Kasch enjoy a light moment with 
an AOE attendee; and the Nichibutsu 
crew provided visitors a colorful 

oriental flavor—and a couple of strong videos. 
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Exidy crew, left photo (L-R), Diane Lockhar 
At right: Brian Warkinton and Bob Timm of 


like this. 

The operators had spoken, and 
the manufacturers were taking note. 

Seminars dealing with such topics 
as location cost analysis, negotiating 
commissions with locations, arcade 
management and development, 
training servicemen, and other such 
information-packed sessions were 
well-attended, with an average 
attendance at each seminar of more 
than 100 (with five seminars running 
concurrently during most of the 
seminar periods). 


Gottlieb’s surprise 

With one notable exception, the 
Chicago-area manufacturers had 
passed on the idea of exhibiting at 
the show, and that left the one 
Chicago area manufacturer beaming 
brightly at the end of the three-day 
show. 

D. Gottlieb & Co, which used the 
AOE to signal its rebound and its 
return into the thick of the fray, 
unveiled a stunning pinball game 
called Mars, god of war. With 
captive balls, a raised tube, an 
innovative “Stargate” feature, and 
an astounding light and sound show, 
Mars drew crowds all three days. 

“It’s Gottlieb’s best effort since, 
Cleopatra,” said one veteran 
operator who watched as one player 
lit up the playfield with two balls 
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At the Nintendo booths, (L-R) Marketing Manager Ron Judy, visiting Pete Entringer o 
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going at once. 

“Pinball may be down,” said 
another operator, “but there’s a 
place for a game like that on my 
route.” 

Meanwhile, Gottlieb execs stood 
at an admiring distance—all with 
wide smiles on their faces. Rumors of 
Gottlieb’s demise had been greatly 
exaggerated, they seemed to say. 


Gremlin’s big splash 

But the exhibitor who, without a 
doubt, went into the show to make 
the biggest splash— and did— was 
Gremlin Industries. Previewing two 
new videos for the first time in the 
United States, Astro Blaster and 
Pulsar, Gremlin encouraged its 
distributors to attend the show to 
see something special from them. 
The result was, according to Frank 
Fogleman, vice chairman of 
Gremlin, a turnout of about 85% of 
Gremlin’s distributors at the show. 

On the second night of the show, 
Gremlin feted its distributors and 
previewed some new promotional 
videotapes of its Astro Blaster game 
to help promote sales of the solid 
video game. 

Astro Blaster, a space battle 
game, may have been the hit of the 
show, but Gremlin’s other video 
introduction, Pulsar, featuring an 
ever-changing maze and some very 
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Audio Visual Amusements, and Minoru 


t, Pete Kauffman, Chris Minarik, and Mike Wright showing Spectar in 3 models. 
Willis Industries show their firm’s colorful game applique products. 


unusual sound effects garnered 
more than its share of play. 

Universal USA, which showed off 
a wide assortment of new videos in 
both the upright and cocktail 
configurations, displayed not only 
previously introduced Space Panic, 
Zero Hour, and Magical Spot, but a 
new game, Devil Zone, as well. 

Another video firm which treated 
its distributors to a Friday night bash 
was Cinematronics, Inc, of El Cajon, 
California. Although showing only its 
upright Star Castle on the floor of 
the show, Cinematronics used its 
distributor fete to unveil its cocktail 
table market, made possible by the 
company’s expanded production 
capabilities. The cocktail table 
features trim styling and the same 
play appeal as the upright Star 
Castle. 

Another exhibit booth which drew 
more than its share of attention was 
Data East, which was introducing its 
revolutionary game cassette system. 
Satish Bhutani, executive vice 
president of the firm, said the 
response from operators on the 
cassette system, which was being 
actively marketed as of the beginning 
of the show, was phenomenal. 

“Operators are tired of buying 
cabinets when all they need are the 
game cassettes,” Bhutani told PLAY 
METER. He said the Data East 


Arakawa, Nintendo chief. In right photo: Peter Lillios of International Totalizer, showing features of his interrogator system. 
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Left photo: Charles Ross and Bob Preismeyer of Innovative Management show computer system to AOE-goers. Frank 
Fogleman of Gremlin Industries (right photo) explains distribs new advances in the printed circuit board during cocktail hour. 


cassette system is designed to be 
easily converted to take every type 
of game, with the exception of XY 
monitors. He said the game was 
designed to be adapted to space 
games, driving games, Trak-balls, 
etc. He noted that the games which 
would be offered in the Data East 
system will all be original games. “We 
have no intentions of copying 
anyone’s games.” 


This raised the question as to how 
good the games offered by Data East 
would be and how frequently would 
they be available. He pointed to the 
company’s newest game offering, 
Astro Fantasia, and said Data East 
was committed to coming up witha 
new game cassette every month. 


Bally’s Eight Ball Deluxe, 
snuggled away in the Big State 
Supply exhibit booth, attracted 
some play and good comments. Ina 
period of bi-level pinballs and tube 
pinballs, Eight Ball Deluxe is a 
definite departure, The most 
outstanding feature of the game is 
the voice mode which actually tells 
the player which target to shoot for, 
a nice touch. 

Williams’ Jungle Lord bi-level pin 
with rapid-fire action and its 
Defender video (both in the upright 
and cocktail models) drew 
considerable attention at the show, 


as did the other game in the U.S. 
Billiards booth, Quasar, a novel 
space game which is being marketed 
by U.S. Billiards as well as Stanley 
Levin Exports Ltd, 

Stern Electronics’ Freefall pinball, 
with an innovative feature which 
racks up the balls above the 
playfield, and its The End video game 
were, for the most part, used to 
demonstrate the International 
Totalizing Systems cash account- 
ability system. 

Exidy, sticking with its hit game 
Spectar, showed off the video in 
three configurations—upright, 
cocktail, and the trimmer upright 
“Classic” configurations. 


Other videos exhibited at the 
show included Tomahawk Missile 
by Electro-Sport, Crazy Climber 
and Moon Cresta by Nichibutsu 
(which has retained the rights to 
market the latter game now that 
Gremlin has finished its production 
of it), and Nintendo’s visually stun- 
ning Radarscope in upright, cocktail, 
and sitdown configurations as well as 
its Helifire video; and Game-A-Tron 
unveiled its Space Bugger TV game 
to the AOE crowds. 


One video game which caused a 
stir at the show was introduced by 
Amusement World, a new company 
which showcased a video called 


Crowds came to the Universal USA booths: standing, sitting, and always playing and enjoying the current Universal games 


Meteors. Meteors resembles so 
closely Atari’s Asteriods that, at 
presstime, Atari was considering 
legal action against the company. 


One ot the crowd pleasers at the 
show was the return of the video 
jukebox. Star Show Systems, which 
showed off its video tape jukebox at 
the 1979 AMOA Show, appeared 
this year at the AOE—to show an 
entertainment system that not only 
plays the record but also shows the 
singers performing the selection. 
The crowds tended to thin out, 
however, after they heard the price 
tag of the unit. 


Wide variety 
Elcon Industries showed off its 

counter top video packages, as well 
as its kiosk configuration which 
allows operators to repackage video 
games in other configurations than 
those offered by the factories. 

Kiddie Rides/USA reported good 
business at the show. Showing off its 
line of kiddie attractions, such as the 
Kiddierama cartoon theater, Bimbo, 
and train and motorcycle rides, the 
firm drew more than casual interest 
from operators who in the past 
neglected this area of coin-op 
amusements. 

The Valley Company used the 


opportunity of the AOE to introduce 
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during all three days of the show; a packed exhibit, said Universal’s President Paul Jacobs. 
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AOE Exhibitors’ Remarks 


“Everything was outstanding. We heard very good remarks about the 
workshops... For us, the turnout was phenomenal. We were impressed 
with the widespread attendance of operators at the show. It wasn't just 
operators from the Mississippi Delta. There were a lot of operators there 
from Canada, even western United States. So, overall, it was a good show 
for us. We were pleased to find the show successful and think that now it 
has found its place.” 

——Frank Fogleman, vice chairman, Gremlin Industries 


“The show was just superior. As evidence of that, Gottlieb has already 
booked space for next year’s show. In fact, we’re the first major exhibitor 
who’s already booked space for next year. That’s how good the show was 
for us. The reception to Mars was fantastic, just great, at the show.” 

— Marshall Caras, vice president-marketing, Gottlieb 


“~ Twas very pleased. We saw people at the show from all over the United 

States. It was really a great turnout. And, quite frankly, we were surprised 

by it, surprised by the turnout and the quality of the inquiries.” 
—-Jim Douglass, vice president-marketing, Coin Acceptors,Inc. 


“It was a very pleasant surprise for us. I’m sure the attendance was 
higher than last year because the net effect for Universal USA was much, 
much better. Quite honestly, we were a bit skeptical as to how it would 
turn out because there wasn’t much support from the Chicago-based 
manufactures. But our fears were well allayed. the seminar program 
seems to have brought them in. Our booth was literally packed for all 
three days. About sixty percent of ou distributors were at the show, and 
we were very pleased by that.” 

——Paul Jacobs, president, Universal USA 


“This was the best show ever for us. It was very lucrative for us, and we 
couldn’t be more pleased. What can I say? Put me down for next year S 
show. The attendance, the enthusiasm—everything was phenomenal. 


—-—Satish Bhutani, executive vice president, Data East 


“The time of the show, the draw of New Orleans, the draw of the 
seminars--its definitely a show we were pleased with. We found the draw 
was better than what we expected. 

——Pete Kauffman,president, Exidy, Inc. 


“Everybody was surprised by the attendance at the show, that it 
attracted not only as many operators as it did, but also by the number of 
distributors who were in attendance. Over half of our customers were at 
the show.” 


——David Stroud, sales manager, Cinematronics, Inc. 


“The show was very beneficial to us. It was very well organized, relative 
to other shows. The turnout of operators was strong, but it was the 
distributor turnout that really surprised us. I was surprised to find most of 
the major distributors down there. So, from our point of view, the show 
was a success. It was unfortunate that there weren’t more heavy-hitting 
exhibitors at the show, but maybe that was to our advantage this time 
around.” 


Ron Judy, marketing manager, Nintendo 


“I thought it was surprisingly good, much better than what | expected. 
We found it was well attended by important buyers. The timing of the 
show was very good. We’re going to attend again next year...We 
benefitted more than most probably because of the excellent reception to 
the new video we’re introducing, Quasar.” 

——Richard Simon,executive vice president, U.S.Billards 


to many new operators its pool 
league concept. (For a complete 
report on the Valley pool league 
concept, see next issue.) 

Other pool table manfacturers 
represented at the show, besides 
Valley and U.S. Billiards, included 
Dynamo and U.B.I. 

Parts and supply houses 
exhibiting at the AOE reported good 
to acceptable business at the show. 
These exhibitors included Wico, 
Amusement Emporium, and OBA. 
A supply specialist, P.A.R. Products, 
introduced to the market its Fast 
Felt Pool Table Recovery Kit, which 
features pre-cut felt to fit standard 
sized tables. 

Coin machine accessory exhibi 
tors included Coin Acceptors, Inc. of 
St. Louis which reported an 
exceptional response to its front 
door assemblies; Coin Mechanisms, 
Inc. of Chicago, which showed off its 
100 Series coin mechanism; and 
Innovative Systems of Muskogee, 
Oklahoma, which reported almost 
unbelievable sales at the show of its 
Model 102 Coin Sensor. 

Kurz Kasch took the opportunity 
to display its electronic test 
equipment, and Ken Smith Covers 
introduced to the industry its 
vinyl/foam-backed protective covers 
for pinballs and upright and cocktail 
table games. 

For the more progressive 
operators, two computer software 
companies— CAME Software 
systems and Innovative Manage- 
ment Consultants— demonstrated 
software packages designed for 
operators so that they can evaluate 
the profitability of their routes, their 
locations, and their machines. Other 
exhibitors included the token manu- 
facturer Green Duck of Hernando, 
Mississippi, which reported a good 
response to its token line; San Diego 
Arcade School for mechanics; and 
Play More Games, a distributor 
which showed off the Tornado 
soccer table and some upright and 
cocktail videos. 

Still, the absence —or near- 
absence— of some of the industry’s 
biggest names cut down the amount 
of exhibit space at the show. And 
while this may have benefitted those 
who exhibited at the 1981 AOE, it 
most surely won’t be a factor for the 
third such AOE, simply because the 
“non-exhibitors” are already talking 
about being in that number next 
year. 

As one exhibitor said after the 
conclusion of the show, “The AOE 
has established itself as a “can’t 
miss” show. * 
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Art Seglin discussed training tech personnel: 
Determine first what you need them to know. 


Jim Sneed of Kurz Kasch led multi-part course 
on the current state of games technology. 


Charles C. Ross dramatizes a point during a 
well-attended session on business profitability. 


PLAY METER, June 1, 1981 


AOE SEMINARS/81 


Drinking in the 
coin-op fount 
of information 


The New Orleans Show draws 
operators to classrooms 


Two’s a company, three’s a crowd— 
but bring over 2,000 people in the 
coin-op business together, and you 
have a convention. 

So it was at New Orleans’ Hyatt 
Regency Hotel, where the second 
annual Amusement Operators Expo 
was staged March 12-14. Business 
was brisk around the conveniently 
located exhibit floor, and interest 
was likewise highly keen in the 
seminars, which each day averaged 
100-plus in attendance per session. 

The 2,000-plus coin-op people 
were consistently praising the 
informational sessions. As examples 
were Ken and Sally Taylor of Tarpon 
Springs, Florida, newcomers to the 
industry, who were attempting to 
soak up as much of the workshop 
material as possible. They signed for 
six seminars each, splitting their time 
to attend two during each 90-minute 
period. “I just wish we could go toa 
third one,” said Ken on the exhibit 
floor. 

Terri Clark was one of the 
delegation of four who attended from 
Bay-Mar Amusement, Carmi, 
Illinois, another new firm in coin-op. 
Collectively, their group attended 20 
seminars to gain insight into the field. 
Their operation with 50 games 
presently is projected to quadruple 
its capacity by the end of 1981, he 
said. The support and supply 
exhibitors at the AOE were 
particularly valuable to him and his 
growing coin-op concern, said Clark. 

Michael Matanky came to the 


AOE from Boulder, Colorado, 
where his Windy City Amusements 
was represented by six persons in 
attendance at New Orleans. 
Matanky commented that he 
enjoyed the flavor of the city when 
not at the show. He was interested in 
specialty equipment such as the 
strength testers on display, and the 
Windy City people had attended 
seminars with an aim on setting up a 
business computer system (one 
form of which was also on display at 
the AOE). If he could suggest an 
improvement in the show, he said, it 
would be to see a greater number of 
games on display. 

Jim Butler was in attendance for 
the three-day show, coming from 
California and Pizza Time Theatres. 
The technical seminar sessions were 
especially informative to him, said 
Butler. “You have to go to ‘the’ 
show, the AMOA in Chicago,” said 
Butler, “but it can’t compare with the 
seminars here (at the AOE).” 

Ralph Rolan, a Knoxville, 
Tennessee operator told PLAY 
METER at the show, “This is the first 
one I’ve been to. I like it and I’ve 
gotten a lotta good ideas.” - 

At the conclusion of the AOE 
program, one Minnesota operator 
commented that the business guid- 
ance he had obtained “made the trip 
pay for itself.” 

Consequently, it was almost 
standing-room-only in many of the 
educational seminars—the topics of 
which ranged from the basics of 
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starting an arcade to promotional 
ideas for spurring trade to cash 
control and accounting. 

The 31 seminars provided a “think 
tank” of expertise in the coin 
industry. Instructors and discussion 
leaders included: Steven J. 
Bodenstein of Six Flags Amusement 
Centers, Inc.; Steve Isaacson of S.L. 
London Music Company; Jon 
Daugherty, United Artists Theaters; 
Charles C. Ross, Innovative 
Management Consultants; Randy 
Fromm of San Diego Arcade School 
and PLAY METER technical writer; 
Ray Hibarger of Hanson Distributing 
Co.; Michael A. Babich, Rich Babich, 
and Jay Hannah of Automated 
Amusements, Denver; Stephen 
Goot, Atlanta operator; Jim Sneed, 
director of research and develop- 
ment with Kurz Kasch, Inc.; Carol J. 
Kantor, president of Business 
Builders marketing agency; Art 
Seglin of Hudson County, N.J. Area 
Vocational-Technical School; Doug 
Grear of the American Pinball 
Association; Chuck Arnold, Rowe 
International; Marshall Caras of D. 
Gottlieb and Co.; and Ralph C. Lally 
II, publisher of PLAY METER. 

Thus the springtime AOE brought 
together enthusiastic operators, 
distributors, and exhibitors for 
business and education in a pleasant 
setting. In its second outing, the 
consensus was that the AOE had 
definitely taken its place on the coin 
industry calendar. 

—by Ray E. Tilley 
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Carol Kantor, above photo gave convention-goers some guidance on promotional media. 
Michael Babich, at podium in photo below, and Rich Babich, at the projector, shared facts on 
business records and computer management systems. 


SPEED UP 
COLLECTION TIME 
BY 40% 


It’s as simple as 1,2,3. 
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Step Three: 


Hand the second receipt to the 
location owner. Your collector 
takes all the cash. 


Step One 
“Interrogate” the machine. ITS 
Microprinter can print two 
receipts. 

@ Reduce the collector’s work. With no time wasted counting quarters, he can cut 

collection time by 40%. 


Step Two: 
Empty the cashbox and put one 
receipt in the bag. 


@ Gain more than just a count. The receipts show the machine’s serial number, the 
date and time of the collection—as well as the amount of money in the cashbox. 


@ Enlarge the possible ways of doing business. For example, by keeping the cash 
and mailing a check, you have additional short-term capital for 2-3 weeks; or, by 
giving the keys to trusted locations, your collector can interrogate the machine 
and have the location give him a check on the spot. 


@ Gain the confidence of location owners, especially those large chains that 
demand total accountability. Prospective new accounts will be impressed with 
your professional sales presentation. 


Call or write us for details. 


You owe it to your business to find out more. Please send me more information on your ITS 


cash accountability system. 


INTERNATIONAL 
TOTALIZING 
SYSTEMS, INC. 


1244 Chesnut Street 
Newton Upper Falls, Mass. 02164 
(617) 332-4400 
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Name 
Company 
City__._.__—————sCState _____ Zip 
| operate O under 250 machines 


O 250-500 machines OC) 500-1,000 machines 
O over 1,000 machines 


Gaming equipment ‘defined’ 


AMOA wants out 
of Las Vegas in 82 


AMOA officials are attempting to 
negotiate out of a commitment to 
hold the 1982 AMOA Show in Las 
Vegas, PLAY METER learned after 
the AMOA Board of Directors mid- 
year meeting in Monterey, California 
on April 2-4. 

Attention of the board was 
focused mainly in terms of the 
AMOA Show, which will again be 
held in Chicago this fall but which 
has been slated for Caesar’s Palace 
in Las Vegas next fall. General 
problems in the coin-op industry 
were not examined in the three-day 
meeting, with the committees 
restricting themselves almost 
exclusively to the various details of 
the AMOA Show and the jukebox 
copyright law. 

Although AMOA President Norm 
Pink and Executive Vice President 
Leo Droste had strictly “‘no 
comment” on changes in plans for 
Las Vegas as given deliberation in 
the board meeting (which was closed 
to reporters in the trade press), word 
out of the board was that its officers 
were empowered to negotiate out of 
the AMOA’s commitment to 
Caesar’s Palace for the 1982 
exhibition. 

Alternative sites for the 1982 show 
reportedly were not discussed at the 
Monterey meeting. “The feeling was 
that it was premature, since they 
didn’t have a release from the Las 
Vegas commitment,” said one board 
member. 

Action taken by the board was to 
allow gambling equipment again in 
the 1981 show in Chicago, and a 
related action set the definition of 
“gambling machines” for AMOA’s 
own purposes. The approved 
AMOA definition was not intended 
as a dictating measure for state 
associations to follow, board officers 
said. Nor should the definition be 
construed in any way as a stand by 
the national association to advise 
against the operation of the 
machines for the welfare of the entire 
industry, one board member said. 

““Gambling machines’’ were 
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defined by the board “to include all 
those machines or devices whose 
primary purpose is the direct or in- 
direct award of chance-determined 
prizes.” 

Machines coming within these 
bounds will be accepted at the 
AMOA Show again this year but “will 
have to be labeled that way as they 
are shown. If the exhibitor removes 
that definition, it would be a cause to 
have the equipment removed,” said 
a board member. This equipment 
would also be restricted from 
minors’ playing. 

Executive Vice President Droste 
explained that the definition would 
include video card machines, under 
their factor of chance in play, rather 
than a skill factor as in flipper 
pinballs. 

President Pink said the definition 
removes the need to refer to “gray 
area” equipment such as the video 
card games. “We needed this to 
establish what equipment will be 
shown,” he said. But the board 
specifically resolved not to force its 
definition on operators’ state 
associations. 

In other news, the board learned 
that the Copyright Royalty Tribunal 
will hear the AMOA’s petition 
against jukebox location list require- 
ments on May 15. Meanwhile, the 
CRT royalty rates appeal by the 
AMOA was pending in U.S. Circuit 
Court of Appeals in Chicago, with no 
date set for hearing by the press time 
of this issue. 

Otherwise in the board meeting, 
President Pink reported the actions: 

® To limit noise levels of equip- 
ment exhibited at the AMOA Show, 
a new policy will require “any 
exhibitor whose equipment exceeds 
70 decibels (measured by a decibel 
measuring instrument) shall be 
required to reduce to the required 
range.” 

@ Exhibitors will not be allowed to 
give out food and drinks at their 
booths anywhere in the exhibit hall. 
This rule followed the problem of dis- 
carded food on the floor, as pointed 


out by exhibitors themselves, said 
Pink. The AMOA board also 
resolved to improve the appearance 
of the commercial food stands and 
provide seats at the show. 


@ The stage show at the closing of 
the exposition will be “upgraded with 
top name acts,” with the number of 
entertainments de-emphasized. The 
result in quality is expected to be that 
the stage show will be “the place to 
be in Chicago on Saturday night” of 
the show, said Pink. 


e The seminar program will be 
expanded at the show with several 
concurrent mini-seminars on 
Saturday and Sunday mornings. 
Pink commented, “The operators 
are changing: We have an entirely 
new breed, many with college 
educations or with technical back- 
grounds, who are coming there to 
learn. To meet their requirements, 
we are scheduling more seminars 
concurrently.” 

@® The AMOA Jukebox Awards 
will be revised this year, eliminating 
the several categories and awarding 
on the basis of voting for the “ten 
most played on the jukebox, 
October 1 to October 1.” 


@ The board established a Long 
Range Planning Committee, and it is 
composed of Wayne Hesch, 
chairman, and Jim Watkins, Richard 
Silla, John Estridge, Jack Kerner, 
Wes Lawson, and Hy Sandler, 
members. 

The board voted to upgrade the 
AMOA’s The Location newsletter 
with “more specific articles related to 
the industry,” said Pink, with 
information to be included for 
operators on how to conduct 
business, and on service, legislation, 
and taxes. [See PLAY METER, 
January, 1981, reporting criticism of 
this and other AMOA services in the 
state associations conference at 
Chicago: “AMOA Must Do More,” 
pages 26, 27.] 


Pink said also that the association 
aims to foster a “grassroots 
campaign” in the legislative area this 
year, to buttonhole lawmakers on 
operators’ problems. 
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Turning fantastic visual ideas into 
bottom line profits is not easy. But at 
Willis we help coin-op manufacturers 
do it everyday with our extraordinary 
graphics. Heres how... 


With dynamic ideas 
and motivating illustration. 


Willis illustrators are thinkers. They take 
the time to go beyond the usual and 
come up with the unusual in illustration. 
Plus their use of color psychology has 
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been an integral factor in the Success 
of many games. Send us a description 
of game play...video, pinball or slot... 
and welll develop some compelling 
illustrations for you. 


With state-of-the-art 
silk-screen technology. 


Willis pioneered the reverse-printed, 
oressure-sensitive, polycarbonate 
control panel for video games. This 


replaced printing on metal and has 
oroven to be a much more durable 
control panel. Tell us how we can best 
out our design knowledge and silk- 
screen equipment to work for you. We 
can print on a wide range of sub- 


strates: plastic, glass, mirror, ——— 


paper, wood. And, with a silk-screen 
order, we offer die cutting, lamination, 
glass cutting and material. You may 
also supply your own artwork and we 
will simply execute the printing. 


With first-class service 
throughout North America. 


Wherever you are on the North 
American continent, Willis offers quick 
turnaround and the same complete, 
flexible service capabilities. Call us toll 
free at 800-538-7808. Give us the 
opportunity to create and execute a 
fresh approach on your next project. 
You'll find that working with Willis has 
fantastic rewards. 
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GREMLIN 
“We have enjoyed a long and successful relationship with Willis. Their quality and 
service are outstanding: 


Gail Oglesby 


U.S. BILLIARDS 
“Willis has been extremely helpful in getting our video game line into production. 
Their artistic abilities are superb, and their service is remarkable’ 


Dick Simon 


CENTURI 

“| would like to take this opportunity to express our satisfaction with the original 
artwork generation for Phoenix prepared by Willis. 

“The quality of artwork and quality of product were excellent, and not hampered 
by the distance factor between San Jose and Miami. 

“We wish you continued success with the quality products you have produced” 


William E. Olliges 
Executive Vice President 


EXIDY 

“Willis Industries is the standard of excellence for game graphics. We have had 
along and very happy relationship with them. Willis thoroughly understands 
the needs of the industry, and gives us the immediate response that is so critical 
to Our Success: 


Pete Kauffman 
President 


INTERNATIONAL GAME TECHNOLOGY 

“It is a pleasure to work with people who care. As innovators in silk-screening, 
Willis Industries has provided IGT with quality and reliable delivery from good 
production scheduling: 

Bill Schmidt 

Graphic Design/Production 

(SIRCOMA) Reno, Nevada 


WILLIS 


2054 Zanker Road, San Jose, CA 95131 
Telex: 171587 Willis IND SNJ 


900 Davis Center, Suite 600, Evanston, IL 60201 
800-538-7808 


The copying war: | 
Games makers strategy meeting 
is held in Japan 


TOKYO—Eight influential firms from 
Japan and abroad recently held their 
first meeting to work on the problem 
of copied games on the world 
market. In the March 9 gathering in 
Hotel Okura, Tokyo, the “Inter- 
national Association of Video Game 
Manufacturers” issued a joint 
statement. 

It said, “We the members of the 
amusement machine industry 
hereby state our intention to make 
continuing and tireless efforts to- 
wards strengthening the industry on 
higher ethical standards so that the 
original work of innovators of new 
games will be highly regarded and 
their rights securely protected—so 
that all individuals can be sure that 
they will receive what they justly 
deserve, and so that the industry will 
be well-recognized by the public and 
worthy of its respect.” 

Following their joint statement, 
Japanese video game manufacturing 
official Masaya Nakamura, president 
of Namco Limited, in his capacity as 
chairman of the Japanese Amuse- 
ment Machinery Manufacturers’ 
Association (JAMMA) which came 
into existence in January 1981, 
stated: “A video game program, a 
form of motion picture, ought to re- 
ceive the protection of copyright 
laws.” 

The purpose of the March 9 
meeting was to urge the concerned 
government officials to form a 
uniform policy that will insure legal 
regulation of video games. 

The international meeting was 
opened as a result of a conference 
between JAMMA and ADMA (the 
Amusement Device Manufacturers’ 
Association, formed in Chicago last 
December). In attendance were four 
major Japanese companies— 
Namco, Nintendo Ltd., Taito, and 
Sega Enterprises—and from abroad 
the U.S. firms Atari, Midway, and 
Exidy, and the Spanish firm Interflip. 

At present, not only are incidents 
of copying and imitation common in 
Japan, but such incidents have been 
widespread in the European and 
American markets. Namco Limited’s 
Nakamura said, “Copies of nearly all 
of the products introduced last 
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‘A video game program, a form of 
motion picture, ought to receive 


the protection of copyright laws. 
—Masaya Nakamura, of Namco 


October by leading Japanese 
makers were circulating in Japan 
towards the end of the year and in 
some cases, copies of these games 
appeared at the shows both in 
Chicago last November and in 
London last January.” 

Moreover, as the situation stands, 
there has seemed to be no direct 
means of legally regulating such 
copying in the world marketplace, 
and if the problem is left to run free, is 
is feared that the sound growth of the 
industry will be hindered. 

The Tokyo meeting opened witha 
lecture by Dr. Doi, an assistant pro- 
fessor from Waseda University, on 
the subject of “Legal Remedies for 
Unlawful Copying.” Following this, 
opinions were exchanged on the 
subject of copying in Japan, the 


United States, and Europe, and 
policies for responding on the legal 
and technical fronts were discussed. 


JAMMA officials announced that 
the next international meeting is 
planned for this fall in Tokyo, and 
that more manufacturers will be 
participating. The officials further 
said that the circle of participating 
countries should be enlarged to 
elevate the ethical standards of the 
industry worldwide. 


Participants included Mike Kogan 
(Taito America), Lila Zinter (Exidy), 
J. Franco (Interflip), David Marofski 
(Midway), Hide Nakajima (Namco), 
Stan Jarocki (Midway), Joe Robbins 
(Atari), Hayao Nakayama (Sega), 
Lyle Raines (Atari), and Tokuzo 
Kinai (Nintendo Ltd.). % 


The International Association of Video Game Manufacturers met in Tokyo, 
March, 1981 to discuss the game programs piracy problem on the world market. 
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Effort is praised 


Gray area games fall 
Ohio court test 


Ohio operators through their state 
association have won the praise of 
top law enforcement officials for 
their stand against “gray area” 
games in the recent court action 
which resulted in draw-poker types 
of coin-operated videos being 
declared gambling equipment and in 
violations of state laws. 

The Ohio Music & Amusement 
Association filed a “friend of the 
court” brief in the matter involving 
machines operated by Mills- 
Jennings of Ohio, Inc., which were 
ruled by a lower court to be games of 
skill. The state Department of Liquor 
Control appealed this ruling to the 
Court of Appeals in Franklin 
County, and the OMAA entered that 
appeal in support of the state’s 
position. 

This appellate ruling on March 24 
favored the state’s and the OMAA’s 
stand. While the defendant, Mills- 
Jennings, could appeal this decision 
to the Ohio Supreme Court, an 
attorney for OMAA said, “technical- 
ly, we have won the case.” While the 
ruling lacks an “all-encompassing” 
nature, as in the definition of games 
of skill versus games of chance, it 
does set precedent, John Everett, 
OMAA’s counsel, told PLAY 
METER. 

Paul Corey, executive vice 
president of OMAA, said of the 
March 24 ruling that there had been 
“overwhelming support from its 
members, who are asking when the 
legal authorities are going to start 
picking up these terrible devices.” 

Effect may be felt at the stage of 
the case’s being remanded to the 
lower trial court, which would over- 
turn its injunction that had 
prevented the state officers from 
seizing machines which are now 
declared to be gaming devices and 
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illegal in Ohio. Of course, Mills- 
Jennings has the right to appeal such 
action. 

Victory was claimed by OMAA 
after the March 24 decision, termed 
by Corey to be an “umbrella that will 
enable us to go after almost any gray 
area machine brought into Ohio.” 

The position taken by the 
Operators association was saluted by 
Marc E. Myers, assistant Ohio 
attorney general, who prosecuted 
the case. To Corey and the OMAA 
he said in a letter dated March 20: “I 
appreciate your continuing support 
in assuring us that the amusement 
industry in Ohio is one that is 
marked by integrity and respect for 
the law.” 

The OMAA has stated that its 
stand was based on a desire to 
clearly define amusement games as 
games of skill rather than games of 
chance. 

From the appeals court decision, 
members have already taken the 
precedent to local government 
officials as a landmark defining 
gambling equipment, Corey said, 
giving the example of Willoughby, 
Ohio, where operators presented 
the interpretation to the city council. 
(On the precedent-setting nature of 
various cases involving amusement 
equipment in Ohio, see PLAY 
METER, April 15, pages 48, 49: 
“Industry Watches Ohio.”) 

In its decision, the Franklin 
County Court of Appeals said: “The 
question before us is whether the 
draw poker machine is a gambling 
device which is prohibited on liquor 
permit premises by Ohio code....The 
term ‘gambling device’ is defined [as] 
‘a deck of cards, dice, gambling 
table, roulette wheel, slot machine, 
punch board, or other apparatus 
designed for use in connection witha 


game of chance; any equipment, 
device, apparatus, or paraphernalia 
specially designed for gambling 
purposes.” 

In the decision written by Judge J. 
Norris, with Judges P.J. Straus- 
baugh and F. Moyer concurring, the 
court declared, “We need not decide 
whether the draw poker machine is 
‘specially designed for gambling 
purposes’...since we believe the 
machine qualifies as a gambling de- 
vice under the ‘game of chance’ stan- 
dard” of the state code. Under the 
Ohio law (R.C. 2915.10), “poker is a 
game of chance, as is any other game 
possessing the essential attributes of 
poker,” said the appellate court, also 
noting that witnesses in the trial 
court had attempted to establish that 
playing the machine involves more 
skill than chance. 

And, the three-judge panel noted, 
the issue of whether chance or skill 
may prevail in playing a poker 
machine was not weighed by the 
court; the General Assembly had 
said poker is a game of chance, “and 
that is the end of the matter.” 

However, the lack of any further 
definition by the Franklin County 
Appeals Court did not appear to 
worry OMAA officials. And the 
reason for the amusement opera- 
tors’ confidence in the ruling may be 
found in the next paragraph from the 
appeals judges’ decision: 

“Plaintiffs (Mills-Jennings) argue 
that our decision should be governed 
by Progress Vending versus Depart- 
ment of Liquor Control (1978). That 
case is easily distinguishable from 
the one before us. In Progress 
Vending, we were confronted with 
the question of whether a pinball 
machine with ‘flippers’ was a game of 
chance. We were required to apply 
the skill versus chance test in that 
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WE RE MOAAIKING IT 
LASTER FOR YOUTO DO 
BUSINESS... here's 

Sood reasons why? 


‘MAGAZINE PRICED MAGAZINE 


| PLAYMETER | {| price | PLAYMETER || 
6 GUIDE os ? 


The DRA Price Guide, published quarterly, is 
used for buying and trading with expertise 
pricing information. Containing updated list- 
ings of new and used equipment to help you 
know at all times what your equipment is 


PLAY METER Magazine is full of Worth PLAY METER Magazine — again! 
information, containing new product That’s right! The industry’s “Bible” 
reviews, up to date industry news, now offers new product reviews, 
technical topics, and informative industry news, technical topics, and 
articles essential to the coin machine informative articles twice a month! 


industry. 


SUBSCRIBE NOW AND SAVE | 


Researchers found in a recent survey what 
subscribers are looking for most in subscrip- 


tions. Since we are now faced with a period of PLAYMETER = DRA PRICE GUIDE 


inflation and recession our subscribers 


needed help most in making wise decisions in ONLY $65 PER YEAR 


buying and spending. The majority were 


looking for advice on products and services OFFER GOOD ONLY WITH THIS COUPON 
that affect them the most in their business 


A Saving of almost 25 per cent! 


We ve spent a lot of time trying to meet the 
industry needs and hope this year to help you COMDONY <oic5o56 ests oie imei creneveeecerndadiine 
more than: ever in these trying times by Address 
providing timely information. 


Again, this year we are offering for a limited 

time special savings on the DRA Price Guide 

and Playmeter Magazine. PAYMENT ENCLOSED (check or money order) 

( ) Manufacturer ( ) Distributor ( ) Operator 
( ) Supplier ( ) Other 


MAIL TO: 


DRA PRICE GUIDE 6595 NW 36 St., Suite 109B, Miami, FI., 33166 


AN $8 5 .00 VALUE FOR PLAYMETER MAGAZINE, PO Box 24170, New Orleans, La. 70184 
ONLY $65 .00 SAVE TIME ORDER BY PHONE (305) 871-4980 
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We have the largest 
selection of kiddie 
rides in the world. 


PLUS 60 
OTHER ITEMS 


The hydraulic helicopter is complete with 
sound, flashing lights, machine gun. Seats for 
one child, who can control the helicopter to 
raise or lower it at the child’s whim. 


Heavy construction, adjustable timer, 6’2” 
long, 2'6” wide, and will raise to 6'10”. Can be 
set up for 25¢ or 50¢ play. 


MONROE 


MONROE 


*Rely on our reputation for top quality equipment and service 

eOur new 70,000 square foot facility enables us to carry a large 
inventory of new and used equipment 

°Call or write us and we'll put you on our mailing list to receive 
our equipment bulletins 


TOLL FREE (outside Ohio) 1-800-321-3072 


Representing: Amstar ¢ Atari © American Shuffleboard ¢ Bally 
Cinematronics ¢ Data East ¢ Exidy ¢ Electro-Sport « Game Plan 


case because a pinball machine is not 
specifically listed as a game of 
chance in R.C. 2515.10 D. We are 
not required to apply that test in this 
case because poker is specifically 
listed as a game of chance in that 
section.” 

And the court stated: “We would 
point out that our conclusion would 
be no different if we were called upon 
in this case to apply the skill versus 
chance test. The result is unavoid- 
able in view of the record—it 
certainly would not support a 
contention that playing the draw 
poker machine involves more skill 
than playing a real game of poker, 
and the Legislature has already said 
poker flunks the skill versus chance 
test.” 

Thus, said the appeals court, the 
trial court had been in error in in- 
voking the Progress Vending 
decision in protection of the draw 
poker equipment. * 


Defender comes 
In cocktails 


CHICAGO— Williams Electronics, 
Inc. has created an addition to its 
successful Defender video family. 
The newcomer, a two-player 
cocktail table, brings players the 
same game challenge that has won 
players’ approval in Europe as well as 
the United States. 

The Defender cocktail table model 
offers the video electronic system 
designed and developed by Williams 
that in includes the most complete 
system of diagnostics ever pro- 
grammed into a video game, said the 
manufacturer. For ease of main- 
tenance, the printed circuit boards 
are mounted on a hinged, easy- 
access panel and the 14” screen 
easily pops up for servicing. 

Williams’ cocktail table is designed 
in wood-grain with classic flowing 
lines. This new Defender model is 27 
¥,” high, with the height adjustable to 
a stand-up model with the addition of 
a matching wood-grained base. The 
addition of the cocktail table to 
Williams’ video line allows all 
locations to take advantage of the 
challenge and profit possibilities of 


Gremiin ¢ Irving Kaye ¢ Intermark ¢ Loktro Vend ¢ Midway ¢ Nichibutsu 
Rock-Ola Music and Vending ¢ Sega « Stern ¢ Taito « U.S. Billiards 


MONROE DISTRIBUTING, INC. 


2999 Payne Ave 1424 Stanley Ave. 
Cleveland, Ohio 44114 Dayton, Ohio 45404 
216/781-4600. Telex: 98-0197 913/223-0550. Telex 28-8098 


Defender, noted the manufacturer. 
For the upright model, Williams 
announced in March, the company 
interrupted its run of games 
production for overseas orders and 
started domestic production on 
February 23. Distributors here and 
abroad had been eagerly awaiting 
the stand-up Defender for some 
time, said a Williams spokesman. 


And now with a new office in Florida 
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‘Income Misrepresentation’ 


Court action taken against 
on-location games sellers 


LOS ANGELES—The California 
attorney general’s office has filed civil 
suit against three out-of-state 
distributors of amusement games 
with the allegation that each of the 
sellers had misrepresented the 
amount of revenue that buyers could 
expect from the equipment. 

The consumer protection unit of 
the state law enforcement depart- 
ment in February filed separate 
actions against Fascination Inter- 
national Inc. of Illinois, Leisure Time 
Electronics Inc. of Indiana, and 
Potomac Mortgage Co. of Dallas, 
Texas. 

The defendants are not themselves 
manufacturers of the machines sold, 
said Senior Assistant Attorney 
General Herschel T. Elkins, and the 
machines were not defective equip- 
ment, but they were “of very low 
quality,” he said. The sellers had 
stated to the game buyers that a 
definite, high level of income would 
be realized from the games on 
location, the state agency charges. 

“Some of these people (buyers) 
won’t make any money, and some 
will make a little,’ Elkins told a 
reporter. “But (the seller) couldn't 
substantiate any of its claims of huge 
profits.” 

State law covering what is called 
the “seller-assisted marketing plan” 
requires that when a market is 
promised for goods sold (and those 
goods cost $500 or more), or when it 
is suggested by the seller that more 
money will be returned for the goods 
than is paid for them, then a 
disclosure statement about the facts 
supporting such claims must be filed 
with the California secretary of 
state’s office. Secondly, the 
prospective customer must be given 
that same factual information. The 
state charges that the three 
companies at suit have failed to fulfill 
either of these requirements. 

The defendants apparently made 
the majority of their sales in Los 
Angeles and San Diego counties 
directly to locations including bars 
and restaurants. 

Machines were described in the 
civil suits as “electronic cocktail 
table pinball style and video 
machines.” Elkins said his consumer 
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protection unit views the suits as a 
warning to the amusement games 
industry that the state law on mis- 
representation of earnings claims 
must be complied with. That law 
went into effect on January 1, 1980. 

In one of the three cases, sellers 
allegedly billed the games as having 
potential for paying back their costs 
within 18 months with a $100 per 
week revenue intake per machine. In 
another instance, ten machines with 
an $8,000 total sale price allegedly 
were sold after this supposed 
assurance of revenue had been 
made to the buyer. 

In another of the cases, the seller 
allegedly promoted his game 
machines with a pitch that three 
pinball games and three video 
machines could earn a net of $760 
per week, or a $38,000 net per year, 
and assured the buyer that the 
expected time needed to service 
machines for this income would be 
30 to 45 minutes weekly. A 
“guarantee” of gross revenue that 
would equal twice the sale price of 
the machines within 18 months was 
allegedly made by this seller. 

Along with this revenue guarantee, 
according to Elkins, the seller 


contractually bound the buyer to 
secure locations that would produce 
the doubling revenue, and a 
stipulation was made that a 
subsequent purchase of games from 
the seller would void the terms of the 
first guarantee. 

Elkins said the February suit filings 
were not the first consumer- 
protection type of actions made by 
the state against amusement 
machine handlers. But previous 
cases had involved “variety 
machines,” or pachinko, he said. 

Under the state law, the seller 
bears the burden of proving his own 
claims of high return on investment 
in equipment. If it is promised that a 
100 percent return can be expected 
in one year, for example, the seller 
must show statistics to the buyer on 
his “reasonable” chances of attaining 
this level, the attorney general’s 
spokesman said. He added that, in 
addition to the statutory require- 
ment, the state will offer evidence 
that actual buyers in California did 
not attain the promised income 
levels from the games. 

The state in these matters seeks 
(1) an injunction against the firms 


[Continued on page 46] 


Location contract 
stands court contest 


A Michigan operator was recently 
awarded a substantial settlement 
after bringing suit against a location 
owner and a Michican firm 
specializing in equipment sales to 
locations. 

Leo Kalyvas of Union Music Co., 
Harper Woods, alleged in the suit 
that the location owner and the 
location sales firm conspired to 
breach a contract which Kalyvas had 
with the location. His claim was 
upheld in the district court of 
Macomb County, Michigan: 

Although it took several years to 
complete, the suit was seen as a 
significant victory for operators who 
have contracts with their locations. 
In its opinion, the court said: “A valid 
contract existed between the 


plaintiff and the defendant,” and that 
the location sales firm “intentionally 
interfered with the contractual 
relationship between the plaintiff and 
the defendant.” 


Union Music was awarded 
compensatory damages, exemplary 
damages, repayment of advance 
commissions, and court costs. 


Music Operators of Michican’s 
Executive Secretary Walter Maner 
III congratulated Kalyvas on this 
legal victory and commented, “It 


serves as encouragement for other 


operators who seek legal protection 
from unscrupulous location sales 
firms who prey on unsuspecting 
locations to make a quick sale of 
equipment.” 
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New... 
for coin-operated 
vending machines 
and games 


ee aa 


Intercard 


Better than coins 
or tokens 


Revolutionary new magnetic card 
reader gives you full control over 
coin-operated games and vending 
machines. Attaches to your existing 
equipment. Eliminates change 
hassles, sorting, and wrapping of 
coins, token handling and skimming. 
You sell coded magnetic cards 
instead of coins or tokens. Each time 
the card is used, a portion is cut out 
and stored in the machine...giving 
you an accurate record and assuring 
that the card can’t be used again 
when all the prepaid purchases are 
punched out. Find out about 
INTERCARD. . . aunique, new way 
to clean up your coin-operated 
vending machines and games. Write 
or Call... 


West Coast Branch 
Corona Industrial Center 
139 Maple, Suite A 
Corona, CA 91720 
(714) 371-7500 


Manufacturing Operation 
1131 Lincoln Highway 
North Versailles (Pgh.) 
PA 15137 
(412) 824-8100 
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‘Income Misrepresentation’ 


Continued fom page 45 


from making misrepresenting 
claims, (2) an injunction against their 
further transacting business in Calif- 
Ornia without registering the 
required factual statements on 
equipment earnings and the 
companies’ personnel and financial 
condition, and (3) a judgement of up 
to $2,500 per person solicited for the 
equipment sales. In addition, 
“restitution to the buyers” would be 
sought, said Elkins. 

Figures were not immediately 
available on the amount of sales 
transacted by the three companies, 
but Fascination International and 
Leisure Time Electronics had led in 
sales relating to the legal action, said 
Elkins. 

One of the sellers allegedly had 
claimed to have “demographic 
studies” of the Los Angeles area to 
back their revenue claims, and these 
were not true figures, said the senior 
assistant attorney general. 

At press time for this issue of 
PLAY METER, no court date had 


been set for the related actions, but 
state attorneys and lawyers for the 
three firms were negotiating whether 
the three could come into 
compliance with state law. 

Elkins confirmed a report by the 
Los Angeles Times that in the case of 
the Potomac Mortgage sales 
representatives, prospective buyers 
were told that a $6,500 investment 
for ten machines would produce a 
$300,000 annual profit within 18 
months and that they could 
conservatively expect 70 percent to 
170 percent return on their 
investment. 

The state also contests warranty 
claims made in sales agreements for 
some of the equipment sold by the 
three firms, and the attorney 
general’s_ office alleges that an 
escrow account was no established 
for money received before delivery 
of the machines. 

Similar legal actions have been 
taken previously by the state law 
department in matters involving 
vending machines, said Elkins. 


stern moves in Europe 


Stern Electronics, Inc., Chicago has 
announced the appointment of two 
new European distributors. 

Stella Electronic Apparate Gmbh 
of West Germany will carry Stern’s 
coin-operated amusement games 
and Seebura’s phonograph product 
lines, said Tom Campbell, Stern’s 
director of marketing. The mailing 
address for Stella is Schulenburger 
Landstrasse, 150 X-152, 300 
Hanover 1, West Germany. 

Also, Audex S.A. of France will 
distribute Stern’s full line of games. 
The company is located at 47 Rue 
Sadi Carnot, 9330 Aubervilliers, 
France; telex 211 171. 

The association with both 
handlers was effective immediately. 


Tags Banner Specialties 


Stern Electronics also has an- 
nounced the appointment of Banner 
Specialties of Philadelphia as a 
distributor of the Seeburg line. 

The firm’s mailing address is 1213 
N. Fifth Street, Philadelphia, Penn- 
sylvania 19122; telephone 215/ 236- 
9000. Allen Bruck serves as general 
manager. 

@ 

Stern Electonics has expanded its 
field service department with the ap- 
pointment of John A. White as field 
engineer, said Marketing Director 
Campbell. 


White comes to Stern from 
Chicago-based Jay Corp., where he 
served as national field service 
manager. In his new position, he will 
conduct service schools nationwide 
for Stern’s game products and assist 
in the administration of the 
company’s toll-free service “hotline.” 

White and his wife reside on 
Chicago’s Northwest Side. 


White Maravich 


Meanwhile, Stern has appointed 
Michael G. Maravich as credit 
manager. 

Maravich formerly served as 
treasurer of August J. Johnson Co., 
Bensenville, Illinois, a cabinet manu- 
facturer that was acquired in 
October 1980 by Stern Electronics. 

In his new position, Maravich will 
supervise collection of accounts re- 
ceivable for Stern’s coin-op amuse- 
ment machine and phonograph 
divisions. 

He and his family reside in Lake 
Zurich, Illinois. 
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The Newest Black Jack Concept Fresh from 
Las Vegas: Now—You Can See What the Dealer Has 


ALSO 
PROGRAMME 
FOR PROFIT 


BLACKJACK 4 
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For Amusement Only 


The operation of these games 
and the features therein may 
be subject to various state and 
local laws and regulations. It is 
not intended herein to solicit 
the sale of such games in any 
jurisdiction wherein the same 
may not be lawfully sold or 
operated. 


(57, ‘elm GAM E-A-TRON (A public company) 


GAME-A‘TRON 
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931 W. Main St. 


New Britain, CT 06051 
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Ohio operators prepare 
competitive 80s 


for the 


Ohio operators have continued their 
efforts for industry improvements 
and safeguards with an intensive 
two-day seminar that sponsors 
termed “historic” in what it 
launched. 

The program set by the Ohio 
Music and Amusement Association 
brought OMAA board members 
together February 25 and 26 with a 
wide range of outside experts who 
briefed operators on an important 
list of priority items looking toward 
the industry’s future. 

Among those who spoke were two 
persons who played key roles in last 
year’s White House Conference on 
Small Business. Thomas Stadler, a 
partner in the nation! accounting 
firm of Deloitte Haskins & Sells, was 
“loaned” to the White House 
Conference as a professional staffer 
for six months and helped organize 
the event in Washington. Stadler 
told OMAA board members that 97 
percent of the businesses in America 
fall under the heading of small 
business, and about 97 percent of 
the new jobs created in the U:S. last 
year by all companies were 
generated by such firms. Such 
statistics dramatize the impact small 


~~ 


a 


» 


Talks on politics: 


At the OMAA seminar, the program included (left to right, 


business can have on the USS. 
political scene if mobilized, Stadler 
noted. 

Another speaker, State Rep. 
Larry Ballweg, also a delegate to the 
White House Conference, brought 
another perspective to the OMAA 
meeting. Ballweg operates a hard- 
ware store and told OMAA board 
members of the relationship 
between what takes place in 
Washington and their daily business 
concerns. 

Other panel members over the 
two days included John Williams, a 
staff attorney to Ohio’s Secretary of 
State Anthony Celebreeze Jr., who 
outlined specifics on organizing 
political action committees; D. 
Grant Mulgrew, associate executive 
director of the Ohio State Medical 
Association, who detailed how an 
effective PAC operates; M. Hurst 
Marshall, regional legislative director 
of the Tobacco Tax Council, who 
noted the impact of taxation on 
vending machine sales of tobacco 
products; and Warren Kelley, of The 
Valley Co., who addressed the value 
of statewide game leagues. 

“The days are gone when opera- 
tors can say, ‘Every man for himself,’ 


a 


\S 


above) John T. Williams, legal counsel of the Ohio Secretary of State Office; Paul 
A. Corey, OMAA executive vice president; James H. Hayes, OMAA president; 
Melvin Pearlman, public relations chairman of Musikpac political arm of the 
operators assciation; and D. Brent Mulgrew of the Ohio State Medical 
Association (speaking on how a political action group operators). 


and expect to get by,” declared 
OMAA President James Hayes in 
explaining why the association 
spearheaded the program titled 
“Planning for Tomorrow.” 

“We’ve organized OMAA into 
committees whose members roll up 
their sleeves and produce. Each 
member knows that as the industry 
prospers, so will he. Challenges to 
the integrity of the business—like 
these electronic ‘gray area’ games— 
in fact are challenges to each 
individual operator. By banding 
together, we’re achieving far more 
than we ever could have alone,” 
Hayes said. 

OMAA, already one of the 
nation’s most active state organiza- 
tions, hosts the largest one-state 
operator exposition, this year on 
May 8 and 9 in Columbus. A pioneer 
in organizing technical seminars for 
operators’ staffs, the association also 
has been active on legal fronts, filing 
a friend of the court legal brief with 
Ohio’s attorney general in his suit 
against “gray area” games. 


Agenda 
Most recently, OMAA’s committees 
have developed a package of new 
service activities, which Hayes said 
he feels “will serve oprators during 
this complex decade of the 80s.” 
Among the committee recommen- 
dations were: 

Developing a mobile display, 
probably in a van, that will travel 
Ohio’s 88 counties to provide law 
enforcement and other government 
officials with first-hand evidence of 
new gambling devices and how they 
differ from legitimate operator 
equipment offerings; 

Gathering statistics that can be 
usefully shared within the industry, 
including figures on taxes, employ- 
ees, certain expenses, etc.; 

Implementing new educational 
programs, such as a two-day 
management seminar patterned 
after OMAA’s program; 

Expanding OMAA’s newsletter 
to include monthly service tips pro- 
vided by manufacturers and others; 

Researching statewide insurance 
programs and taking bids when 
possible for joint fire, theft, hospitali- 
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zation, etc., for OMAA member 
firms; 

Writing public relations packages 
that can be used by local members 
(speeches, photo ideas, fill-in-the- 
blank press releases) to improve 
their communities’ perception of the 
industry; 

Documenting increased costs of 
doing business by pooling member- 
supplied information and making 
resultant material available to those 
who should have it; 

Organizing a political action com- 
mittee to help supportive legislators 
and holding training sessions for 
operators in developing contacts on 
the local and state levels politically; 

Informing operators on how their 
legislators vote on issues of concern 
to them as small businessmen; 


Preparing model ordinances that 
can be submitted to local councils to 
ward off attempts to ban all 
amusement machines; 

Drafting “blue sky” legislation for 
the Ohio General Assembly to 
review. 

“The follow-through of these 
committees has been excellent, and 
I’m confident that many, if not most, 
of these ideas will be implemented,” 
said Hayes. “We already have more 
than 100 members—better than 90 
percent of Ohio’s operators—and, 
through activities like these, OMAA 
returns high dividends to every 
member. 

“That goal,” Hayes stressed, “is 
what belonging to a trade association 
should be all about. I think we’re 
achieving it in Ohio.” ® 


Columbus show Is bulging 


The top-rated Ohio games and 
music trade show is expanding for its 
seventh edition, May 8-9. Sponsored 
by the Ohio Music and Amusement 
Association, the annual extrava- 
ganza will bring together top U.S. 
manufacturers, distributors, and 
operators from Ohio and neighbor- 
ing states at the University Hilton 
Inn, 3110 Oletangy Road, Columbus. 


“We’ve expanded the show to 
include every inch of available 
exhibit space,’ said Tommy 
Thompson, ’°81 OMAA Expo 
chairman, “because we've put 
together the biggest and greatest 
exhibit in our seven-year history. In 
addition to a list of exhibitors that 
reads like a‘Who’s Who in the trade, 
many industry concerns will be 
thoroughly studied and discussed at 
the Friday and Saturday seminars.” 


Thompson stated the 81 Expo— 
open only to operators, manufac- 
turers, and exhibitors—will provide 
the attendees, their staffand guests a 
wide variety of ‘“‘family-type 
entertainment.” In the “Buckeye 
Spirit,” he said, OMAA will sponsor 
a golf tourney at Hickory Hill 
Country Club on Thursday, May 7, 
honoring Ed Shaffer, a leading 
distributor who died recently. 

Another attraction will be a 
drawing for a Rowe jukebox 
courtesy of Rowe International and 
Shaffer Distributing Co. Thompson 
said other prize drawings will be held 
during the two-day program for 
registered operators. 

Exhibit hours will be 3—6:30 p.m. 
on Friday, May 8 and 1:30—6 p.m. 
on Saturday, May 9. 

The Friday seminars will feature 
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three prominent Ohio attorneys who 
will discuss major litigation affecting 
the industry. They are Assistant 
Attorney General Marc E. Myers 
and OMAA Legal Counsels J. 
Richard Lumpe and John K. Everett. 

The Friday banquet will feature 
an entertainment group and the 
installation of officers by Ohio 
Supreme Court Chief Justice Frank 
D. Celebreeze Jr. The Saturday 
session will feature discussions with 
M. Hurst Marshall, regional 
legislative director for the TTC; 
Warren Kelley of The Valley Co.; 
Charles H. Burhan, TAN’s Ohio 
director; and a speaker on monitors, 
to be announced. Marshall’s keynote 
topic will be “The Operator’s Role in 
Today’s Economy.” On Saturday, 
the President’s Luncheon will 
feature AMOA President Norman 
Pink and AMOA Executive Vice 
President Leo M. Droste. Special 
guests will be the “Guardian 
Angels,” veteran Ohio operators 
returning this year to respond to 
questions on selecting and servicing 
a location, public relations, and other 
matters. 

As of March 30, the signed exhibi- 
tors included: Monroe Distributing, 
Shaffer Distributing, Cleveland 
Coin, Royal Distributing, Central 
Ohio Sales, Abloy Security Locks, 
Amusement Emporium, Danny 
Vegh, The Valley Co., WICO, The 
Tobacco Institute, J-S Sales Co., 
Priority Cigarettes, Kurz Kasch, 
P&G Records, Mobile Record, 
Kimco, Pepsi-Cola, R.J. Reynolds, 
Northern Record, D&K Supply, 
Brown & Williamson, Phillip Morris, 
Scan Coin, Poland Manufacturing 
and Cleveland One-Stop. 


Ardac’s 
nevvest 
doliar bill 
changer. 


Compact. 
Low cost. 
Bulk loaded. 


@ Loose coins are loaded directly 
into hoppers where they are auto- 
matically aligned for payout. 


m Ardac’s unique design virtually 
eliminates the possibility of coin jams. 


#@ A dollar bill stacker automatically 
stacks bills in a neat column. 


# Simplified electronics for greater 
reliability. 

® Modular construction for servicing 
ease. 


® Capacity up to $800.00. 


ARDAC 


Ardac, Inc., 4860 East 345th Street, 
Willoughby, Ohio 44094 


49 


pmo - - - - - - - - - - 


ICASENO GAWELIIEG TORRENS 


International Datelines 


Ruling bodies have decisions 
on Euro coin trade 


to weigh 


By Play Meter’s International Desk 


Government involvement in the 
future of the coin-operated amuse- 
ment industry and gaming in general 
throughout Europe has rarely been 
as evident as it is today. 


In Great Britain, Austria, and the 
Republic of Ireland, in particular, the 
respective “corridors of power” hold 
echoes destined to outline each 
nation’s future in the industry. 


The stringent budget delivered to 
the British Parliament early in March 
had little or no effect on the coin- 
operated amusement industry, but 
the Chancellor of the Exchecquer, 
Sir Geoffrey Howe, had already 
thrown the industry into some kind 
of turmoil with his decision to intro- 
duce new 20 pence and 1£ coins. 


The 1£ coin will be welcomed, the 
British Amusement Catering Trades 
Association (BACTA) and the Auto- 
matic Vending Association of Great 
Britain (AVAB) having jointly put 
forward proposals ffor such a coin 
earlier. The 20p coin, however, is not 
necessarily accepted as being the 
perfect answer in the two associa- 
tions’ claim for acoin more practical, 
falling between the current 10p and 
5O0p coins in use. 

Changing currency presents 
considerable problems and_ such 


moves are rarely taken in haste. The 
British pound has far less purchasing 
power now than the old ten-shillings 
note which was replaced by the 
controversial 50p coin twelve years 
ago, and the number of 10p coins 
needed in constant circulation to 
meet demands is astronomical. 


One aspect of the industry in 
Britain bound to benefit from the 
new coinage will be the jukebox 
trade. Price of play on a U.K. 
jukebox today is generally 10p with 
eight plays for 50p and the offer of 
three plays for two 10p coins as an 
intermediate choice. The rising price 
of records and the constant royalty 
demands from the Performing Rights 
Society has already brought about a 
call for the price of play to be hyped 
to 20p. 

The introduction of the new coins 
could well make such a switch more 
acceptable to the British public. 


Illegality in Austria? 

In Austria an urgent call for 
nationwide legalization has been 
lodged, following a government 
purge—initially against tax evasion— 
which could result in all forms of 
coin-operated machines other than 
vending being made illegal. 

Instead of having one ruling body 
for the whole of Austria, there are 


Phone or write for catalog & samples 


VAN BROOK OF LEXINGTON, INC. 
P.O. BOX 5044, LEXINGTON, KY. 40555 


(606) 255-5990 


nine! And each is different. The fault 
appears to be with the government 
because it cannot make up its mind 
to accept the public’s wish to play 
machines. 

Damaging publicity earlier this 
year in the Austrian press did little to 
persuade the authorities to look 


favorably on the industry, its trade 


and, of course, its revenue. 

A tax evasion purge was high- 
lighted throughout the coin-op 
industry as raids on operators’ 
homes and offices led to jailing for 
some, and voluntary exile for others 
has not helped the image. 

Everything that has been said of 
the current Austrian problem has 
created further complications. A 
proposal from the Austrian trade 
association served on Parliament 
has not met with approval. 
Consequently, the Austrian asso- 
ciation officials organized a prestige- 
building trip for a party of journalists 
from their national press and tele- 
vision, in the hope of repairing some 
of the damage. The journalists were 
taken to the successful IMA Show in 
Frankfurt before being flown out to 
Reno and Las Vegas. 


The state of Ireland 

Not under the same duress as 
their Austrian counterparts, the Irish 
trade associations (surprisingly, 
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there are two) have launched a major 
Campaign in which they are asking 
their government for a new gaming 
and lotteries act. 

The Irish, in fact, are taking great 
strides in establishing themselves 
correctly and have recently been 
elected to the European trades asso- 
ciation, Euromat, through the 
IATA—the Irish Amusement Trades 
Association. 

The IATA states that a new 
gaming and lotteries act should 
make provision for the licensing of 
individuals, companies, and 
premises engaged in the amusement 
trade to be uniform throughout the 
Irish state. This is not the case at 
present, as the 1956 act is an 
adoptive act. The licensing of book- 
makers and their premises, on the 
other hand, is not subject to such 
restriction. 

The IATA wishes that a local 
authority which has already been 
adopted through the 1956 act by 
resolution should be empowered to 
rescind such a resolution. This is a 
serious issue at present and the 
livelihood of some of its members 
and their employees is at stake. 

It also proposes that two 
categories of gaming machines be 
legalized. The first would allow a 
maximum stake of five pence anda 
maximum prize of five punts; the 
second would allow a maximum 
stake of ten pence and a maximum 
prize of 50 punts. The lower priced 
machines would be for use in shops, 


cafes and other such places open to 
the general public; the second cate- 
gory of machines would be restricted 
to persons of mature years and be in 
premises such as amusement 
arcades, public houses, book- 
makers’ offices, etc. * 


Instant Promotion’ with P.A. 

Announcement 
“We have a shopping mall location 
with about 45 pieces. Because we are 
mall tenants, we have the right to 
phone the mall office and put 
announcements on the P.A. 
system....When we hit a slow period 
of activity in the arcade, we just 
phone the mall office and tell them to 
put this on the public address 
system: 

“For the next 30 minutes, 
Fonzie’s Arcade is giving out six 
arcade game tokens for $1.’ 

“In just a few minutes, we have a 
line of customers with dollar bills in 
their hands. It’s great. We do this 
several times a week.” 

—from ‘Notes and Quotes’ on 
arcade game token usage, by Van 
Brook of Lexington, Inc. 
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The Repair Center for the Games Industry 


EAS is a complete service agency organized to help the video games operator 
and distributor solve the service problems that plague many of today's 
sophisticated electronic games. EAS provides you with: 


e a fast, reliable, and inexpensive alternative to buying expensive test 
equipment. 

e repair and testing of all monitor, video and pin ball logic boards. 

© a 24 hour turnaround on video logic boards and monitors. 

e a 60 day warranty program on all work. 


¢ free telephone consulting on chronic service problems — we are here to help 
you at any time. 


Tip Of The Month 


End Battlezone downtime due to broken plastic 
handles. Complete metal joysticks available. 
Call for information. 


Looking forward to serving you, 


COC seemoue 
Lt (aISERVICE 


8134 Capwell Drive * Oakland, California 94621 » 415-282-9900 


LONG ISLAND'S 


ONLY FULL-LINE, 
FULL-SERVICE 


DISTRIBUTORSHIP IS 


Belam Distributing 


e Hottest New Games 
e Complete Parts Department 
e Excellent Service Department 


(Just over the city line in Nassau County— a short drive from 
the Long Island Expressway) 


Belam Distributing 


a division of R.H. Belam Co. 
1 Delaware Drive 
Lake Success, NY 11040 
(516) 488-5600 
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DIGITAL CIRCUIT DESIGN COURSE 
Lesson Nine: NAND/NOR Gates 


Editor’s Note: The material below is a serialization of the Kurz Kasch correspondence course for electronics, 
designed specifically for the coin-operated amusement industry. This course is copyrighted and owned by 
Kurz Kasch of Dayton, Ohio and its reprinting is being sponsored jointly by Kurz Kasch and Play Meter magazine. 
This material is authorized for publication exclusively by Play Meter magazine. 


In this lesson, the student will 
learn to design logic gates 
involving transistors connected 
in series and parallel. These 


gates, though inverters in nature, 
perform the basic NAND and 
NOR logic function. 


Fig. 9-1: A two input NOR gate using 
transistors connected in parallel. The 
circuit consists of two inverters sharing 
the same Rc. 


-Vcc -Vcc 


Fig. 9-2B 


Fig. 9-2A. Equivalent circuit of a two 
input NOR gate with one input at a high 
level and the other at a low level. 


Fig. 9-2B. Equivalent circuit with both 
Inputs at a high level. 
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NOR Gates: 

The circuit shown in figure 9-1 
is a two input NOR gate. Notice 
that each input, A and B, has a 
transistor associated with it. The 
configuration affords a maximum 
of isolation between the inputs. 
This gate is particularly useful 
when each logic input is from a 
different device. 

The circuit can be thought of as 
two inverters sharing the same 
Rc. Each transistor must be 
Capable of saturation when it 
alone is driving RC. 

Circuit operation: 

When inputs A and B are at a 
logic 0, both transistors are cutoff 
and the output, X, is at a logic 1. 
The leakage current [Ico] for 
each transistor will add in the 
collector circuit. For this reason, 
the base circuit must be reverse- 
biased at elevated temperatures, 
when the transistor is cutoff. 

When e/ther input A or B is ata 
logic 1, one of the transistors is 
saturated and the output is at a 
logic 0. This operating condition 
is illustrated in figure 9-2A. Notice 
that all of the collector current 
flows through the saturated 
transistor. 

When both inputs A and B are at 
a logic 1, both transistors are 
saturated and the output is at a 
logic 0. Notice in figure 9-2B that 
the collector current is shared by 
both transistors. 

Design procedure: 

STEP 1: Design an inverter as 
Outlined in Lesson Four [PLAY 
METER, April 15 issue]. 

STEP 2: Find the base overdrive 
when all inputs are at a logic 1. 


The base overdrive 


the actual Ip 
the required Ip 


The required !g is the base current required to saturate 
the transistor. It can be found by use of this formula: 


Ic/ j 
IB(req) = sas 


Where the term !c/B min) iS the same used to find /g for 
the inverter and N is the number of logic inputs to the 
gate. The actual |g is the current actually flowing in the 
circuit 2 or 3 times I!¢/B min): 


Design Example: 

Design a two input NOR gate 
which will drive a 6V, 150 omega 
lamp. The circuit configuration is 
shown in figure 9-1. Use a PNP 
transistor type 2N404. Make VBB= 
+3V and RL. 

STEP 1: Design an inverter as 
outlined in Lesson Four. 

STEP 2: Find the base overdrive 
when both inputs are at a logic 1. 


Base overdrive 


the actual Ig 
~ the required Ip 


2.O0ma 
0.4ma 


= 9 


The required /g3 = 


39ma/50 _ ¢ gma. 


Z 


The actual /B = 


2 or 3 times 39ma/50 = 2.0ma. 


When both outputs are at a logic 1, 
the transistor is being driven by about 
five times the base current needed to 
saturate each transistor. 


NAND Gates: 
The circuit in figure 9-3 is a 
NAND gate. Notice that the inputs 
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+VBB 


Fig. 9-3. A two input NAND gate using 
transistors connected in series. The 
current consists of two inverters using 
the same Rc. 


are directly applied to transistors 
and transistors are in series. This 
circuit has the advantages of the 
NOR gate of the previous 
paragraphs. 


The circuit can be thought of as 
two inverters connected in series 
with Rc. 

Circuit operation: 

When both inputs A and B are at 
a logic 0, both transistors are 
cutoff and the output, X, is ata 
logic 1. When either input Aor Bis 
at a logic 1, the output is at a logic 
1 because collector current is 
inhibited by the off transistor. 
However, when both inputs A and 
B are at alogic 1, both transistors 
are saturated and collector 
current flows. The output is then 
at a logic 0. 

Design procedure: 
STEP 1: Design an inverter as 
outlined in Lesson Four. 


Ic _ (-Vee] 77 i VcE(sat)| = 5.9 az 39ma 
RL 150Q 
Ip = 2to3times 'C!| . 39ma _ o.8ma 
B min 50 


lpe = !B _ 2.0ma _ 0.2ma 


10 10 
eae \Vep\+\|VBE(sat)| _ 3.3V _ 46K 
BB 0.2ma 
RB = |(-V)| ec | VBE(sat) | _ 5.7V 2s OTK 
lap +/BB 2.2ma 
i a a ce 
STEP 2: Find Ic for the transistor 


closest to ground. 
iClQ2)= 
IC([Q1] + IB[Q1] 


ee ene eee er aCe en 
Since all of the currents through a 
transistor are seen in the emitter, 
the lower transistor must be 
capable of saturation while pro- 
viding not only Ic but also /B for 
the higher transistor. The 
problem may become acute when 
many transistors are in series. 
(Refer to figure 9-4.) 


Oe 


End of Lesson Nine. 


-VcCC 


IB (Qo) 
Ic + IB(Q4) + IB(Q>) 


Fig. 9-4. The distribution of the currents 
through a two input NAND gate. 
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PROGRAMMED TEST/9 


Instructions: The purpose of this test is to 
guide you step-by-step through actual 
circuit design problems. Also, the tests in 
the Digital Circuit Design Course will 
provide you with additional design 
technique. Most important, these tests will 
provide you with a gauge to establish your 
degree of understanding of the material 
covered in the lesson text. The test is 
programmed: start at block 1 and follow 
the numbered instruction associated with 
your answer. Complete your work in the 
appropriate block. 


7. 


Design a three input NOR gate with an Rc 
of 2.4K. Use asilicon NPN transistor with 
a beta of 25. Make Vcc = ev, vee = -6V, and 
V = Vcc. 

The first step is to design 


GO TO BLOCK 11 
GO TO BLOCK 21 


a. NOR Gate 
b. An inverter 


2 
/BB = 1/10 x 0.25ma = 0.025ma 


Did you get the same result? If not, do not 
go on but check. 


What is ReB? 
ReB = 
GO TO BLOCK 20 
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3 YOU ARE CORRECT! 


If Ic remains the same when all three 
transistors are “on,” then the base drive 
required to saturate each transistor is 


a.One-third 

GO TO BLOCK 24 
b. The same 

GO TO BLOCK 13 


4 YOU ARE INCORRECT! 

The actual |B is determined by the input 
voltage, in this case, Vcc and RB. 
RETURN TO BLOCK 24 


5 yOu ARE CORRECT! 


You have completed the test for 
Lesson Nine. 

In the test a new approach was 
tried. We considered the 
transistor as an ideal device. To 
prove that the results will be the 
same, go back through the 
calculations, but this time 
account for VCE(sat) and VBE(sat). 


2. OV, = 21.8K 
0.275ma 


Use 22K. 


Did you get the same result? If not, do not 
go on but check. 
What is VB? 
VB= 
GO TO BLOCK 23 


lo = 2. = :2.0mea 


Did you get the same result? If not, do not 
go on but check. 
What is 1B? 
IB= 
GO TO BLOCK 22 


171 YOU ARE INCORRECT! 


The basic circuit of a NOR gate is an 
inverter. The first step is to design an 
inverter which will switch Vcc across Rc. 

RETURN TO BLOCK 1 


12 YOU ARE INCORRECT! 


When a transistor is saturated, Ic is 
determined by teh Ohm’s Law value of Vcc 
and Rc. Refer to the formula for 
determining Ic used in BLOCK 21 of this 
test. Also refer to Lesson Four. Then 
return to BLOCK 23. 


13 YOU ARE INCORRECT! 


The base current required to saturate one 
of the through transistors is determined 
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by Ic and beta. In this case, the current 
through each transistor will be approxi- 
mately 1/3 Ic. 

RETURN TO BLOCK 3 


714 YOU ARE CORRECT! 

If the collector current for each is approxi- 
mately 1/3 Ic, then by how much is each 
transistor overdriven? 


a. Three times. 
GO TO BLOCK 25 
b. 7.5 times 
GO TO BLOCK 5 


20 
Ree = OV 
0.025ma 


Did you get the same result? If not, do not 
go on but check. 

What is RB? 

RB = 


= 240K 


GO TO BLOCK 9 


21 YOU ARE CORRECT! 


Design an inverter taking the approach 


that the transistor is an ideal switch when 


saturated; that is, drop VCE(sat)and VBE(sat) 
from the calculations. 


What is Ic? 


GO TO BLOCK 10 


Ig = 2:9M4 _ 0.1ma 
25 


Use 0.25ma 


Did you get the same result? If not, do not 
go on but check. 


What is /BB? 
/BB = 
GO TO BLOCK 2 
23 Veg =-6 22K  _ -0.5v 
262K 


Did you get the same result? If not, do not 
go on but check. 


We now have the basic switch element for 
the gate. 


When all three of the transistors in the gate 
are saturated, /cwil/ ____§____——, as 
compared to when only one transistor is 
“on. xy 


GO TO BLOCK 12 
GO TO BLOCK 3 


a. Triple 
b. Be the same 


24 YOU ARE CORRECT! 


What is the actual |B for each transistor 
when all three transistors are saturated? 


a. 1/3 of 0.25ma 
GO TO BLOCK 4 
b. 0.25 ma 
GO TO BLOCK 14 


25 YOU ARE INCORRECT! 

The transistor was overdriven by 2.5 times 

in BLOCK 10. Then when all three 

transistors saturated, it is overdriven by 

three times more or 7.5 times in all. 
RETURN TO BLOCK 14 


BREADBOARD PROJECT/Lesson Nine 
NAND/NOR Gate Design 
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1. “Wire up” the circuit in figure 
7 on the breadboard. Before 
applying power, set S1 to the low 
(L) position. 


2. Apply power, both -6V and 
+3V. The lamp should be off. 
When both inputs are at a logic 0, 
both bases are reverse biased. A 
voltmeter (if one is available) 
would indicate VB as positive. 
This operating condition is 
illustrated in figure 9-2A. 


With bases of Q1 and Q2 positive, 
the output is at a logic 1. The top 
row of the Truth Table illustrates 
this logic condition. 


3. Set S1 to the high (H) 
position. The lamp should come 
on. 

When S1 went to the high 
position, a logic 1 was applied to 
input A and. transistor Q1 
saturated. The output, when Q1 
saturated, went to a logic O. This 
operating condition is illustrated 
in figure 9-2B. The student should 
state this logic condition in the 
second row of the Truth Table. 


4. Set S1 to the low (L) position 
and S2 to the high (H) position. 


The lamp should remain on. 
This operating condition is the 
same as the above, except that 
the logic 1 has been applied to 
input B. The student should state 
this logic condition in the third 
row of the Truth Table. 


5. Set S1 to the high (H) 
position. The lamp should remain 
on. 
A logic 1 is now applied to both 
the A and B inputs, and both Q1 
and Q2 saturated. This operating 
condition is shown in figure 9-2C. 
The student should complete the 
Truth Table by stating this logic 
condition in the last row. The 
Truth Table should be the same 
as the one in figure 9-17. 

The logic operation performed 
is NOR. 


6. “Wire-up” the circuit in figure 
2 on the breadboard. Before 
applying, set both S1and S2to the 
low (L) position. 


7. Apply power, both -6V and 
+3V. The lamp should not come 
on. 

With both switches in the low 
position, a logic O is applied to 
both inputs. Transistors Q1 and 
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Q2 are both cutoff and the output 
is at a logic 1. 

The top row of the Truth Table 
illustrates this condition. 


8. Set S1 to the high (H) 
position. The lamp remains Off. 

Transistor Q1 now has a logic 
1 applied to its input. However, 
the transistor cannot saturate 
since Q2 is cutoff and no collector 
Current can flow. The output 
remains at a logic 1. 


9. Set S1 to the low (L) position 
and S2 to the high (H) position. 
The lamp remains off. 
Transistor Q1 is now cutoff, 
preventing Q2 from saturating. 


With Q1 cutoff, the output 
remains at a logic 1. The student 
should state this logic condition 
in the third row of the Truth Table. 


10. Set S1 to the high (H) 
position. The lamp comes on. 

A logic 1 is now applied to 
both inputs, and Q1 and Q2 are 
saturated. When both transistors 
saturate, current will flow, andthe 
output will fall to a logic 0. 

Ihe student should complete 
the Truth Table by stating this 
logic condition in the last row. 
When completed, the Truth Table 
should compare to the one shown 
in figure 9-3. 


The logic operation performed 
is NAND. 


FEE ETE TI ET RT SR SLT TE RA 


Breadboard projects will appear 
with various lessons in this course. 
Kurz Kasch has suggested that 
operators and technicians interested 
in completing the breadboard 
projects could find the suitable 
hardware being offered by AP 
Products of Euclid, Ohio. AP 
Products, which markets through 
electronics hobby distributors and 
radio and television parts supply 
houses, offers an inexpensive bread- 
board. Components for the individual 
exercises can be gotten from Radio 
Shack outlets or from the operator's 
own inventory. 


PLAY METER 
CALENDAR 


May 8-9 
Ohio Music & Amusement 
Association, annual convention 
and trade show, Columbus Hilton 
Inn, Columbus 


May 8-10 
Music and Amusement Association 
/ New York annual convention, 
Kutsher’s Country Club, Monticello 


May 23-26 
U.S. Tournament Eight Ball 
Championships, Chicago 


May 28-31 
First International Valley 8-Ball 
League Championships, Kahler 
Hotel, Rochester, Minnesota 


June 4-7 
Music Operators of Texas, annual 
meeting, Houston 


June 5-6 
Wisconsin Music Merchants Asso- 
ciation annual convention, 
Holiday Acres, Rhinelander 


June 11-13 
Illinois Coin Machine Operators 
Association, annual meeting, 
Lincolnshire Marriott, Lincolnshire 


July 24-26 


Amusement & Music Operators of 
Tennessee, annual convention, 
Hyatt Regency, Nashville 


September 11-13 
North Carolina and South Carolina 
coin operators associations’ 
combined annual convention, 
Carolina Inn, Columbia 
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AMOA Seminar meets goals 


CHICAGO—The Ninth Annual 
AMOA Seminar was held at the 
O’Hare Hilton March 6 and 7. The 
program for this year, again 
arranged through the College of 
Business Administration and the 
Center for Continuing Education of 
the University of Notre Dame, drew 
an attendance of 90 persons and 
reportedly met its objectives. 


The format for the 1981 seminar 
combined speaker presentations 
and small group discussions of issues 
relating to the operator and his posi- 
tion in today’s economy and the 
amusement industry. 

Dr. John Malone, speaking at the 
AMOA seminar for the eighth time, 
addressed “Defensive Strategies ina 
Recession Economy.” For his 
presentation, Malone looked at the 
“typical operator” and his options for 
fighting negative economic condi- 
tions. Strategies explored included 
capital budgeting, inventory 
planning, and analysis of both his 
own business and the locations 
served. 

A panel presentation on “Operat- 
ing in the ’80s” was presented by 
John Estridge, an AMOA director, 
and Robert Nims, a past president. 
Estridge covered the topic of 
acquisitions, realistically evaluating 
equipment, close and thorough 
evaluations of location contracts, 
and frank evaluations of personnel. 
Nims addressed the problem of the 
rising cost of equipment. In light of 
this increased cost, operators must 
know their locations and utilize a 


valid testing procedure in order to 
make wise decisions on equipment 
purchases, he said. Also,a good 
working relationship with the 
distributors is essential in order to 
derive valuable information to assist 
the operator in his business, Nims 
recommended. 


Dr. Gerry Sequin opened the 
second day of presentations with 
“Effective Organization and 
Management of Human Resources 
in a Small Business” as his topic. The 
highlight was his analysis of results of 
a survey Sequin had distributed to 
operators registered for the seminar. 
Comparisons were made between 
management and non-management 
evaluations of operators’ businesses. 

The seminar was concluded witha 
“back-by-popular-demand” speaker, 
Dr. James Wittenbach, CPA, who 
addressed areas of both personal 
and corporate tax planning. 
Attendees were urged to become 
completely aware of options which 
can be used in personal tax 
planning—including income averag- 
ing, charitable contributions, and re- 
tirement accounts. Wittenbach 
pointed out several non-taxable 
transactions, tax credits, and 
deductions which are not normally 
utilized to their full savings. 

An AMOA spokesman said, 
“Without a doubt, the AMOA again 
met its objective for this seminar: to 
draw on the knowledge of practical, 
experienced academics, and partici- 
pants and successful operators to 
help our members do a better job of 
managing employees, resources, 
and customers.” 
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FRANK’S 


The End and Phoenix : 


CRANKS 


By Frank Seninsky 


Two new videos seen 
from a troubleshooter’s view 


THE END/Stern After having 
reviewed Stern’s Berzerk (PLAY 
METER, April 15), I was somewhat 
disappointed with The End. What 
could have gone wrong? Stern had 
done such an excellent job with 
Berzerk; the logic boards and power 
supplies could slide out from the 


front panel on a track, a 110-volt 


outlet was provided...I called Lou 
Rudolph, the field service engineer 
for Stern, and was assured that the 
reason for eliminating many of the 
improved features had to do with 
accomodating a licensed system. 
Stern basically just took an already 
built system and fit it into its own 
cabinet. This will be the last piece 
that Stern will license. From now on 
Stern Electronics will design all of its 
own games. 

The coin door is exactly the same 
as that on Berzerk. It is strong and 
reliable and I can see no reason to 
complain about it. The cashbox is 
the same sturdy Stern type. The 
cashbox can be seen from the back 
of the game but Stern plans to havea 
completely sealed cashbox area in its 
next game. 

The logic boards are mounted 
vertically so the components can be 
seen and worked on while in the 
game. The volume control is located 
on the CPU board but should be on 
the front door. The power supply is 
screwed to the bottom of the cabinet 
but is in a vertical position. This is 
better than having the power supply 
board lying flat on the bottom 
because there is less chance of stray 
metal pieces falling on exposed 
components. However, the trans- 
former is now on the bottom of the 


cabinet and is fully exposed to falling 
metal parts. The monitor can be 
taken out easily if it has to be 
repaired. In essence, The End is an 
easy game to work on but not as easy 
as Berzerk. 

For some unexplained reason, a 
coin meter was not installed in The 
End uprights. (I’m told that coin 
meters have been installed in all The 
End cocktail models.) The wires and 
diode have been installed. Stern will 
provide coin meters to those who 
have purchased this game, at no 
extra charge. 


The color monitor schematic is 
very large and easy to read. It is a full 
“Size D” drawing (3’ x 2’). In the 
future Stern will futher improve its 
schematics by using three colors— 
red, blue, and black to distinguish 
between the address lines, data lines, 
and all other lines. 


The +5 volt section of the power 
supply has been redesigned. Stern 
has eliminated the use of the old 
LM323 to develop the +5 volts. A 
2N6121 and a 7805 are now used 
instead. This will reduce the medium 
to high failure rate experienced in 
past games. If something goes wrong 
with the +5-volt section, the 6121 
transistor will shut down and no 
further damage to other systems can 
result. This practice is called 
“crowbarring”’. On future Stern 
power supplies, all other critical 
supply voltages will be “crowbarred.” 


PHOENIX/Centuri After having 
some problems with its wooded 
monitor mounting brackets coming 
loose during shipment of the Eagle, 


Centuri has “beefed up’ the Phoenix 
cabinet. Metal brackets held in by 
large carriage bolts have been added 
to reenforce the entire monitor area. 
Metal brackets were not used on 
Eagle.The monitor screen is almost 
vertical—which not only gives the 
player a better view of his objectives, 
but also makes it easier for the 
spectators to watch the action. 


From a troubleshooter’s stand- 
point, all of the monitor components 
are easy to get at and test. All adjust- 
ment controls (contrast, brightness, 
vertical hold) are located at the rear 
of the monitor. 

The two logic boards are mounted 
with foil facing foil, which is the 
second best way to mount boards 
(the best way being to have all com- 
ponents on one board, if space 
permits). All of the components are 
thus facing outward and can be 
troubleshot on location in the game. 
The volume control is located on one 
of the logic boards, which makes 
operator adjustment difficult. 


The transformer is placed on the 
bottom of the cabinet floor instead of 
on a cabinet wall where it would be 
out of the way of falling nuts and 
bolts. However, the transformer has 
no open terminals, so the possibility 
of short-circuiting the transformer is 
reduced. 

The power supply is especially 
well-designed. The test leads for +12 
volts, -5 volts, +5 volts, ground, and 
110 volts are all clearly marked and 
located on a terminal block facing 
the rear of the cabinet. 

The Phoenix comes with the 
“Deluxe Coin Acceptor Door” just 
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‘On future Stern power supplies, all other critical supply voltages 
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will be crowbarred.’ 
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like Atari uses. As stated before, the 
main fault with this door is that 
breakable plastic coin return flaps 
are used instead of the much more 
durable metal flaps. The players are 
just breaking off the coin return flaps 
and flipping pennies up the chutes. 
The whole cabinet is generally well 
constructed. The cash box area is 
totally separated from the rest of the 
game, making a theft of the cash box 
from the rear of the game more 
difficult. The chances of having a 
coin get into the power supply, logic 
board, or monitor areas are small. 
Screened vents have been placed in 
both the top and bottom of the 
cabinet to reduce the head build-up, 
which reduces component failure. 
The purpose of the screen is to keep 
components (nuts, screws, bolts) 
from falling out of the cabinet and 
being lost and to keep dust out. 
An overlay has been placed on the 
front control panel. This overlay is 
textured and cannot be burned by 
cigarettes or scratched. Centuri 
contends it is virtually indestructible. 


This will help keep the Phoenix 
looking clean and attractive when 
other games’ front panels have be- 
come worn and burnt. 

The side cabinet designs start 
about three feet from the bottom of 
the cabinet base and go to the top. 
The areas from the bottom to the 
three-foot level are of a dark color. 
Black is usually used on the front. 
These lower areas are prone to scuff 
marks from the shoes of frustrated 
players and it’s therefore a good idea 
to use dark colors for these areas. 
Having the designs three feet from 
the base greatly reduces the 
possibility of having the designs 
kicked and marked or scaped up. I 
have seen scuff marks on the top of 
cabinets, so maybe someone can 
design a scuff-proof coating. 

A handle has been placed on the 
rear top of the cabinet to make it 
easier for one person to tilt the game 
backward onto a hand truck. The 
on/off switch is located on the game, 
which tends to make it harder for 
small kids to get at it. Children seem 


to love to turn off games when they 
run out of money, so no one else can 
play. This usually means a service 
call and lost revenue. 

All in all, I feel Phoenix is a 
comfortable game to play. Taking 
into consideration the positive fact 
that all of the controls are buttons, 
there is very little maintenance 
required on this game. 


Write Frank... 


It’s good to see that there are 
people out there who will send in 
their comments and ideas. Please 
send a note to “Frank’s Cranks” if 
you have any service tips that will be 
of interest. 


Games for review next issue will 
be Defender and Gorf. 
@ 


[Ed. Note: Contributor Seninsky is 
president of Alpha-Omega Amuse- 
ments, Inc. which operates a route 
including over 50 college game- 
rooms and Wizards’ World Arcade 
on the New Jersey shore. |] 


‘A textured overlay on the Phoenix front control panel cannot be burned by 


cigarettes or scratched. 


This will help keep the game looking clean and attractive.’ 


ARTIC 


International Inc. 


P.C. Boards 
Game Parts 
Speed-up Kits 
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We can supply your 
need for: 


® Quality Merchandise 
@ Fast Delivery 


@ Dependable Service 


ARTIC INTERNATIONAL, INC. 


550 ROUTE 22 


BRIDGEWATER, N.J. 08807 
Phone: 201-231-0800 
Telex: 642311 ARTIC NBCH 
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Unfortunately, the new material 
continues to be as scarce as snow in 
New Orleans. There is just a bit— 
and we’ve scrounged up as many as 
we could. So, I’d like to lead off with 
the best of the lot. 


I Missed Again—Phil Collins— 
Atlantic/3790 

He’s new, sort of. In case the 
name skips past your recall, he’s the 
drummer and lead singer-songwriter 
par excellence of Genesis, the 1980s 
purveyors of orchestral rock. With 
this initial release from his debut solo 
Ip, Collins changes musical 
directions somewhat. I think the 
change is temporary, but a 
refreshing one all the same. The 
sound is new! Replete with a 
scintillating brassy sound, the only 
things recognizable are the vocals 
and maybe the drumming. Look for 
lots of appeal to teens and young 
adults, leaning male. Which, of 
course, spells a sure 9 out of 10 hit for 
Phil. 


Say You’ll Be Mine—Christopher 
Cross—Warner Brothers/49705 

I thought for sure after all the 
Grammy notoriety and platinum 
album status, Chris would complete 
a new Ip before now. But, keeping up 
with the norm, the record company 
has decided to drain the debut album 
of a fourth single. Whenever an Ip is 
depleted this far, the results are 
usually disastrous. But the song is 
catchy enough to sell as a single, 
Nicolette Larson is easily recogniz- 
able on background vocals, and the 


favorable exposure certainly hasn’t 
hurt the big man from Texas; 10 out 
of 10 possibilities. 


What Are We Doin’ In Love— 
Dottie West—Liberty/1404 

If you don’t listen to it you’ll never 
know that Kenny Rogers sings with 
Dottie. And if you don’t listen, you'll 
never realize the true beauty of it. 
Their voices blend so well together, 
and the time is right for Dottie to 
have her first crossover Top 40 hit- 
with a little help from her friends—10 
out of 10 on highest chart. 


Living Inside Myself—Gino 
Vannelli—Arista/AS 0588 

A new label, but the same Gino. 
And that’s good. The melody is there 
once again on this tender love ballad 
with typical introspective lyrics. As in 
the past, the synthesizers of brother 
Joe lead the way and provide the 
perfect intense backdrop for the 
artist to sing his song and melt the 
ladies’ hearts...again! Give this a 10 
out of 10. 


Watching The Wheels—John 
Lennon—Geffen/49695 

The third cut is the deepest, once 
again. One of the more. personal 
songs from the Double Fantasy Ip 
will be the third consecutive hit. It’s 
lyrically about the time in his life 
when he was “house mother” to his 
son. The outlook is one of “I don’t 
care what you think—I’m me’... 
which is certainly a long way from “I 
don’t want to spoil the party,” but 
equally as effective; 10 out of 10. 


The best of the scarce 


Bette Davis Eyes—Kim Carnes— 
EMI America/8077 

Jackie DeShannon wrote it and 
Kim Carnes’ gravelly vocals in the 
mode of early Bob Dylan carry the 
song. The lyric is as peculiar as a 
song with a title like this could be. 
The beat supplied by the bass drum 
and the whipping sound of a 
synthesizer are the hooks along with 
the unusual, yet interesting lyrics. A 
good summer record; girls will get 
into this one; 9 out of 10 to be sure. 


Lonely Together—Barry Mani- 
low—Arista/AS 0596 

From the same album which 
brought us “I Made It Through The 
Rain”’—Barry—the current kingpin 
of the romantic ballad scores big 
once again with a lushly orchestrated 
song of an aching heart. Written by 
Kenny Nolan (“I Like Dreamin’”), it’s 
a natural for Manilow. Great lyrics 
and a perfect arrangement 
compliment each other on this good 
as gold hit record: 9 out of 10 at least. 


Lately—Stevie Wonder—Tamla/ 
T54323F1 


It’s a torch song from the word 


“go.” Stevie’s smoother than silk 


vocals highlight this song from the 
Hotter Than July lp. The back- 
ground instrumentation is simple yet 
effective. Basically it’s piano, and 
string bass throughout. A true piano 
bar ballad: a beautiful love song. 
Could go Top Ten, so!’ll venture a 10 
out of 10 guess. 
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Left and right-hand mode. 


e Screen flip-flops depending 
on mode. 


e Full color monitor/upright 
viewing/ soft green background 
for maximum definition. 


e Monster attack in waves of 25! 


e Hyperspace gamble. 
& 


= e Killer Comet is licensed by Centurt, Ine 
G Di the Realm of the Coin 


oe 
GamepPian, §MC. 1515 Fullerton Avenue, Addison, Illinois 60101 Phone: 312/628-8200 — Telex. 20-6098 


New Bally pin ... 


Well, it does seem like old times 
this time around because the one 
game we'll be looking at is almost a 
throwback to another age, and yet it 
couldn’t be righter for the present. 
Admittedly, there was always the 
fervent hope by this writer, once 
there was a such thing as a multi- 
level playfield or even a multi-ball 
game, that those qualities which 
tended to make these types of 
machines special and different 
wouldn’t be overused, abused and, 
worse, replace the standard design 
game. I was willing to accept the 
notion that for an interim period 
everyone would follow the pack and 
show that they too could do it, 
because that is the nature of the 
coin-machine business, whatever 
the type of game, and probably 
always will be. 

But my great fear was that 
manfacturers would blindly throw 
away the old rules and try to change 
everything in the hope of attracting 
back players. It was a misplaced 
concern, since the players who have 
always liked pinball will find their way 
to it if the games are interesting and 
challenging—which doesn’t neces- 
sarily mean more balls on the field at 
once or even more levels on the field. 
Instead, it means a well-thought-out 
game designed by purposeful 
programming and enhanced by all 
the glitz of speech, flashing lights, 
bold artwork, whatever. 

And so it was with these feelings 
and apprehensions that I faced the 
new games coming through the 
chute and realized that everyone 
was just trying to get his act together, 
and that maybe things would once 
again venture back into those 
features that make pinball— 
pinball, and make it the unique 
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attraction that is: that balance of 
skill and luck and the placement of 
features on a board that can satisfy 
the novice as well as the die hard 
player. 

This isn’t to suggest that the game 
we'll be focusing on this month has 
accomplished all these things, but 
it was a relief to see it and then play it 
and realize that maybe there was 
going to be some sanity back in 
pinball and that things, design in 
particular, might just be put in 
perspective. 

This need for normalcy can’t be 
stressed enough if pinball is to begin 
recapturing a regular playing 
audience that isn’t attracted, initially, 
because of the glitz and, instead, is 
challenged for something more than 
just a few curiosity-inspired plays. 
By the same token, things must also 
continue to evolve. Interestingly, 
some games we'll be looking at in 
upcoming issues appear to be pretty 
exciting,especially the newest 
Gottlieb effort, Mars, and Williams’ 
Jungle Lord. The hope, however, 
even after looking and playing these 
two is that the basics won’t be 
forsaken over the long haul. 

On another,more ominous, note is 
something which occurred in New 
York at the end of March. There was 
a firebombing of a Brooklyn pinball 
arcade which injured four boys and 
touched off a near panic among 
parents who live near the Franklin 
Square, Long Island location. 
Beyond the outrage and fear of such 
an event, editorials in the local 
papers were quick to point out that 
as a result resistance has stiffened 
regarding existing arcades or those 
wanting to open. From a story in the 
New York Post came this account: 
“We are terrified,” said Priscilla 


Parks. “We've been expecting it to 
happen here.” She was one of 100 
parents who demonstrated yester- 
day in front of the 30-game Foosball 
World, 1057 Hempstead Turnpike, 
Franklin Square. “Weare sittingona 
time bomb,” said Patricia Friedman, 
president of Garden City South 
Community League. 

“IT don’t know what that firebomb 
was meant to say,” said Linda 
Capoziello, a mother of five. “But it 
sure said something to us.”The 
parents fear the vandalism and 
burglaries of cursing, fighting, 
urinating, beer-drinking teenagers 
they say the arcade attracts every 
night. Even worse, they say, is the 
violence they associate with mob 
takeover attempts 

The Brooklyn bomb accelerated 
opposition to game rooms through- 
out the New York area, said William 
Cohn, attorney for Foosball and 
other arcades. “It alarmed people 
already upset by the arcades.” he 
said. 

Foosball World owner Daniel 
DeLuca has been threatened several 
times and was nearly struck by acar, 
he told officials two weeks ago, and 
an employee’s car was overturned. 
“We don’t want to wind up on the 
front page of The Post,” said 
Rosemarie Bates, another mother. 
Hempstead Deputy Town Attorney 
Jeffery Stadler went into state 
Supreme Court in Mineola, New 
York for an order closing the parlor 
on a zoning violation. The case will 
be heard next month.” 

Admittedly, this isn’t the type of 
news anyone would like to hear, but 
it’s out there all too frequently and 
really not too much can be done, 
except for self-regulation by owners 
and local distributors and associa- 


PLAY METER, June 1, 1981 


seems like old times 


tions in terms of setting up particular 
standards and guidelines for 
locations to follow if they have more 
than some minimum number of 
games. The idea of arcades and 
game rooms continually being 
thought of as hang-outs whether 
they’re in malls or on some street 
corner, has always plagued the 
business and will continue to do so 
unless there are some steps taken to 
remedy the situation. I know that it’s 
difficult to police inside one’s game 
room as well as outside, but there 
must be a simple solution to stem 
much of the fear that is felt. 1 know of 
many people who won’t even go into 
some locations because of what they 
have to go through just to get inside. 
It’s something to think about, 
especially if you're one of those 
absentee owners who can’t 
understand why business might be 
off. 

Knowing the nature of the 
business, nothing will probably 
happen to get the industry’s act 
together. It’s a shame because one 
senses the growing need for some 
overall governing agency that would 
set up specific parameters for 
different types of locations, by which 
everyone could co-exist. There will 
possibly be a backlash of publicy 
and location closings, at least in New 
York because of the bombing 
incident and maybe other areas 
around the country will also suffer 
the same fate, but for the most part 
business will go on as usual until 
some other controversy stands in 
the path of profits. 

But that’s the way of the world and 
I’ve been around too long now 
to expect anything different than 
what has been done in the past. And 
so it’s time to move on to the game 
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Critic’s Corner 


at hand. 


Bally’s Eight Ball Deluxe 

A surprisingly appealing game, one 
hopes that this follow-up to Flash 
Gordon won't be considered an 
interim machine that will quickly be 
forgotten since it does have some 
nice touches and a theme that has 
always been successful for pinball. 
PLAYFIELD: The game starts with 
two lanes at top (A-B) and leads 
down to a three-thumper-bumper 
area. Just to the left of this is an in- 
line target set-up for bonus multiplier 
and possible special, while the right 
side has a single standing drop target 
(8) and a kick-out hole for collecting 
point values and returning the ball 
back to the top. Back over on the left 
is a passage, complete with rollover, 
for getting back to the top as well as 
building up points values getting 
extra ball and even special when lit. 


Just below this is a single flipper 
while on the right side is a seven- 
drop-target bank that also features 
targets behind targets. The bottom is 
a conventional set up of lanes (C-D) 
leading down to the flippers. 


ANALYSIS: On the surface Eight 
Ball Deluxe doesn’t look like a 
remarkable game, nor does it appear 
to have much of what its noteable 
namesake had, but put acoin in, play 
a few balls, and the feeling changes 
dramatically because the game is a 
good one, although maybe it’s just a 
breath of fresh air from all the other 
loaded games that haven’t managed 
to combine so much strategy and 
skill shots. Even the open middle and 
some of the drains aren’t so bad 
considering the layout of the board 
and the flow of the game. It’s all very 
simple: just knock down the drop 
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Bally’s EIGHT BALL DELUXE 
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targets on the right, stripes or solids, 
depending upon whether you’re 
playing alone or with someone 
else,or go down the appropriate 
lanes when lit and then go for the “8” 
target on the right side to finish off 
the rack, before trying the stationary 
targets on the right for filling out D-E- 
L-U-X-E and leading up to a special. 
For breathers there’s the shot up the 
left alley which can build to extra ball 
and even multiplier in-lines. Help also 
comes from that top left flipper, but 
all in all the game is very basic pinball 
without multi-balls and multi-levels 
and other touches which would 
probably detract from the appeal of 
the game. It’s a shooter’s machine 
pure and simple with the action 
primarily being left-to-right and right- 
to-left, although there are somed 
reverses from the flippers. 
The nice thing is the build up of 
action from the targets which are 
kept in memory from ball to ball. 
Finish off a set and there’s 56,000 
points in the bank, the next time 
112,000 points and the next time a 
special. The A-B-C-D lanes build up 
the top “corner pocket” kick-out hole 
values behind that top right target 
and add to this some ot the 
cosmetics for Eight Ball Deluxe 
GRAPHICS: Thank God,pinball 
has finally caught up to the 


contemporary scene which happens 
to be the hottest thing going since 
space: country and western, 
although it’s not really played up to 
the hilt here. But the total look is a 
good break from what has become 
the norm and makes this game stand 
out from the crowd. Add this to the 
rest of the package, which includes 
speech such as that found on the 
company’s Kiss machine a couple of 
AMOAs ago, telling you to go for the 
“seven” or “make the eight ball” as 
well as some other phrases, and 
Eight Ball Deluxe shows that it has a 
little bit of everything. 

PLAY: Scoring isn’t too bad on the 
game, although everything is really 
keyed into finishing off the racks for 
building up point potentials. In fact, 
depending upon your area and what 
you ve been doing lately, you might 
even want to go with a five-ball game 
and higher levels, but for three-ball 
play on extra ball, you should be 
right with a 600,000 point start 
followed by 1,500,000 and 3,000,000 
point levels. On free play you might 
want to increase these by 200,000 to 
400,000 point depending upon the 
caliber of play at your location and 
your percentaging. 

PROS & CONS: Eight Ball Deluxe 
isn’t an exceptional game,but for the 
times it seems to hit a responsive 
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Complete with the top-notch feature articles, game reviews, technical 
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chord—although I am dismayed by 
seeing some locations charging 50¢ a 
play, since the machine can’t sustain 
this kind of pricing. There are some 
problem drains from that “8” target if 
the velocity isn’t there as well as from 
the in-lines, but for the most part 
there is a great deal of play on the 
board and a fairly simple logic in 
playing the game and knowing what 
to do and when for the novice player. 
I like the use of speech and think 
it’s effective as well as being 
understandable even in a noisy 
location, and the game should be a 
solid earner since it has that “repeat 
play” quality with its array of shot to 
master. In all, it’s acomfortable game 
to play which is counter to many of 
the other newer games on location 
which really don’t give you time to 
think through your next shot, let 
alone a sequence of shots. 
RATING: ###3, 


And that’s the word this time around 
for the corner. Algar the new 
Williams wide-body is out and about 
on a limited run and might get some 
space next time, although Jungle 
Lord seems to be the game for this 
company. And other news as well, as 
pinball seems to be resurfacing once 
again for another assualt. Until 
then, as always, be well and prosper. 


Industry 
Magazine 
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Gorfian 
robots strike 


“A major innovation by Midway’s 
creative engineers, Gorf is a surefire 
play action success,” says Stan 
Jarocki, vice president of marketing 
for Midway Mfg. Co. “It’s anew and 
different kind of 1-or 2-player, full 
color video game that charts the way 
to new profit heights for operators 
and locations.” 

Gorf is a sight and sound 
adventure with a voice track feature. 
The game enlists players into the 
Interstellar Space Defense Force for 
five-mission voyage against the evil 
Gorfian Robot Empire. The player’s 
assignment is to repel Gorfian Robot 
attacks and lauch a counterattack to 
ultimately destroy the enemy flag 
ship. Throughout the game the Gorf 
leader speaks to players with 


taunting phrases like: “Prepare 
yourself for annihilation,” “Survival 
is impossible,” “Some galactic 


defender you are...ha! ha! ha!” and 
“My Gorfian robots are unbeatable.” 

An easy to use, multi-directional, 
hand-operated flight control 
maneuvers the player’ Space Fighter 
and contains a trigger to fire laser to 
destroy the enemy robots. 

Gorf features Midway’s approach 
to increase price of play at the 
player’s option,” continued Stan. A 
single coin (quarter) gives a player 
the standard number ot Space 
Fighters, two coins for 2 players. If 
additional ships are desired, two 
coins will give one player twice as 
many ships, and four coins will give 2 
players twice as many ships. 

High Scores: There are two sets of 
high scores that are maintained one 
for standard complement of ships, 
the other for extra ships. 

Gorf is available in three models: 
Standard Arcade —height: 73” (183 
cm), width: 25” (63 cm), depth: 28” 
(70 cm). Mini-Myte— Space-saving 
compact unit with new hooded 
monitor, walnut finsh cabinet, 
lighted header and attractive 
graphics: height: 59” (148 cm), width 
20” (50 cm), depth: 24” (60 cm). 
Cocktail Table—Sit-down style with 
flip-flop screen; accessory legs are 
available to raise to height of upright 
play: height: 29” (73 cm), width: 32” 
(80 cm), depth: 22” (55 cm). 
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Bally has released 8-Ball Deluxe, a 
contemporary, new version of 
Bally’s 8-Ball flipper. 

8-Ball Deluxe is loaded with 
features and skill shots with 
continuous build-up. Three flippers 
control the action as players go for 
the bonus by hitting each of the 1-7 
or 9-15 drop targets. When this 
sequence is completed, the 8-Ball 
Target lights, and making all 7 
targets and the 8-Ball target, lights 
the Deluxe lights. Completing 
Deluxe awards points and lights a 
letter in the popular backbox 
carryover feature. 

The 8-Ball Target’s value 
advances from 20 to 40 to 60 
thousand points and lights the 
outlane specials. It can be collected 
only by hitting the 8-Ball Target 
again. The pool action continues 
with a Bankshot target, consisting of 
4 in-line drop targets anda stationary 
target that scores points, special and 
multiplys the bonus from 2 through 
5 


X. 

Other shots include an A-B-C-D 
feature and a left lane to the top of 
the playfield that scores consecutive- 
ly higher values up to 70,000 points 
for each subsequent shot. 

8-Ball Deluxe fits many locations 
with its Great American western 
theme and the most extensive voice 
package ever produced, said Bally. It 
calls each shot , reminds players of 
stripes or solids and blends with its 
realistic poolhall background 
sounds. 

New thumper bumper assemblies, 
wedge base bulbs, and sockets have 
also been included for longer life and 
ease of maintenance. 
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Legs raise 
cocktall 
games 


A set of durably constructed metal 
legs have been designed for use with 
Midway video games in cocktail 
models. The set of four legs is avail- 
able as an accessory to raise the “‘sit- 
down” version games to a height of 
38 inches for upright play. 

Midway product information said 
the legs are easy to install and fit into 
the threaded holes at the bottom of 
the unit that are also used for the 
levelers of these models. The manu- 
facturer said these legs are neater in 
appearance and have the practical 
function of enabling simpler cleaning 
under the table. 

The accessory legs are ideal for 
use in game rooms, but particularly 
in lounges where operators and 
location owners encourage play 
action and deter patrons from using 
cocktail tables for seating. 
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Ben 
Franklin's 
pingame 


Stern Electronics, Inc. announced 
production of Lightning a new solid- 
state four-player pinball game 
scheduled for distribution beginning 
in late April. 

Lightning boasts electirifying 
backglass art and is Stern’s first 
pinball game to award bonus time to 
players who quality for the first free 
game. A digital display on the 
playfield counts down bonus time 
and simultaneosly displays bonus 
earned (up to 99,000 points). 
Additional play/action teatures— 
representing the latest innovations in 
Stern’s technology— include: 

Bi-level playfield, simulated voice 
to alert player to action on playfield, 


multiple ball capability, completion 
ot lighted triple-drop-target- 


sequence awards player extra ball, 
double flippers and sling shots, and 
bonus multiplier up to 5X. 


spectar 


Exidy, Inc. has unveiled Spectar ina 
cocktail table size. “Exidy realizes 
the importance of the ever-growing 
cocktail market,” said Mike Wright, 
Exidy’s national sales chief. “Spectar 
will be introduced in a whole new 
marketplace never realized by the 
upright or classic models.” 

The game challenges players of all 
level with a pattern of pods appear- 
ing on the Spectar battlefield. Enemy 
“rammers” emerge from the pods 
and seek out the player’s ships. Two 
other enemy targets appear to 
intensify the action: faster and more 
accurate, they pose a new danger as 
the game goes on. Another featured 
Spectar objective involves pro- 
gressing to new and more complex 
battlegrounds. Each time the 
rammers are destroyed, a new field 
appears and bonus points are 
scored, with the game becoming 
more difficult at each level. 

The player’s ship is controlled with 
Exidy’s new durable four-way joy- 
stick and a fire button on the control 
panel. There are optimum coinage 
and number-of-turns-per-play 
options for the operator.Spectar 
cocktail table offers a choice of four 
languages: English, Spanish,French, 
or German. The legs are telescopic 
for adjustable height. Spectar cock- 
tail measures: height: 22.5 ” (57.15 
cm); width, 23” (58.42 cm); depth, 
34” (86.35 cm); and weight, 140 
pounds (63.56 kg). 
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Asterolds 
In 3-D 


Tumbling asteroids, spacecraft 
shields, and “smart” flying saucers 
are among the advanced features of 
Asteroids Deluxe, the latest genera- 
tion of the Asteroids coin-op game, 
introduced March 23 by Atari, Inc. 

It is a one- or two-player version 
designed to be challenging to the 
more skillful video fan while re- 
maining exciting to the novice 
player, said Atari’s announcement. 

Asteroids Deluxe uses Atari's 
QuadraScan to display a_ video 
graphics floating above a full-color, 
“three-dimensional” playfield, a new 
feature that enhances the illusion of 
deep space. In the familiar Asteroids 
setting, the game begins with the 
player’s spaceship positioned at 
certer screen. Floating, tumbling 
asteroids appear slowly—then 
engulf the ship in a swarm of space 
rocks. The pilot must maneuver to 
avoid collisions and position the ship 
to earn points by destroying saucers 
and asteroids. 

A new “shield” control, found only 
on Asteroids Deluxe, enables a 
player to protect the ship from 
collissions or direct hits. The press of 
a button “‘shields” the ship 
temporarily. The shield must be used 
sparingly, as it fades and eventually 
disintegrates. Shields are re- 
energized to full strength for each 
new spacecraft “life.” 

During the second wave of 
asteroids and during each _ suc- 
ceeding onslaught, a new “killer 
satellite veers onto the playfield. A 
hit on the satellite explodes it into 
three smaller craft—which, when hit, 
each split into two even smaller 
targets. Until all segments are 
destroyed, each remnant of the 
satellite also chase the player’s ship 
with a doggedness that increases as 
the player’s score increases. 

A new “smart saucer” feature 
adds to the challenge. Both large and 
small enemy saucers now shoot at 
the player's ship, as well as the 
asteroids. This feature eliminates the 
possibility of a player lurking behind 
asteroids to ambush saucers as they 
appear. 
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CHANGER 


Changes In 
change maker 


Standard Change-Makers, Inc, 
which recently announced a new line 
of floor console super-capacity bill 
changers holding up to 10,000 
quarters, has now adapted the same 
equipment to its 7000 Series wall- 
mount cabinet. 

The new wall-mount Bill Changer, 
Series 7001, will change up to 2,500 
$1 bills and will be available in two 
cabinet styles...one with a front- 
opening, door, that can be mounted 
to a wall or post, and the other witha 
rear-opening door that can be built 
into a wall so it can be filled or 
serviced out of sight for greater 
personal safety. 

The Series 7001 $1 Bill Changer 
will be especially practical for high 
volume coin-operated laundries or 
other locations where owners or 
operators want to reduce filling 
frequency. While this new changer is 
normally set-up to vend quarters 
only, it can also be adapted tovenda 
like number of tokens of similar size 
instead. 

The Series 7001 features hopper- 
loading. Coins are poured direct 
from the bag into one large hopper. 
The coins are then channeled down 
through the machine by gentle 
magnetic vibration. There are no 
belts or motors to cause jams or 
breakdowns. Filling is fast and 
convenient. 

The 7001 also features Standard 
Change-Makers maximum security 
cabinets built of heavy gauge steel 
with two UL-approved case- 
hardened steel locks...accurate bill 
verification system...pattened 
solenoid dispensing mechanism and 
built-in bill stacker that automatically 
stacks and faces bills. 
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SPECIALIZING IN USED 
COCKTAIL VIDEOS 


Send or call for latest price bulletin 


SKYLAND AMUSEMENT COMPANY 


3410 Clairmont Road N.E. 
Atlanta, Georgia 30319 


Telex: 804 294 SPEDEX ATL — 


S.E. Office 
(404)636-GAME 


WANTED: photographs of Baffle Ball 


(Gottlieb) and Bagatel, the antique 
counter-top pinball machine, and 
floor model*pinball game. Please call 
Peggy at (213)449-6431. 


(2\\° TURN IN YOUR * ® 


ij A OLDIES FOR GOODIES 


wo 
VEN) 
3 


| BOXES, PINBALL MACHINES, 
| ANTIQUES, ARCADE GAMES, 7 
lj GUM BALL MACHINES, c 


REGARDLESS OF 
CONDITION. 9% 3 9 
CALL OR WRITE TODAY! 


Computer Earning Games, Inc. 
51 Monroe St., 18th Floor Rockville, MD 20850 
Phone (301) 424-0600 


WANTED: Williams Paratrooper, 
Williams Stop-N-Go, and Midway 
Space Gun. Ale looking for pre-1970 
single player pins. Call or Write: Rob 
Berk, 704 Perkinswood NE, Warren, 
OH 44483 (216)369-1192. 


VIDEO PINBALL CONVERSION KIT: 
Super special $179. Includes logic 
board, harness assembly, all controls, 
color field overlay, full instructions. 
BILL GROSSMAN & ASSOCIATES, Box 
5421, Incline Village, NV 89450. 
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N.E. Office 
(609)622-6622 


WANTED: Backglass for Midway “‘Dart 


Champ” Write to: AUTOMATSERVICE 
Enebygatan 35, 60218 Norrboping, 
Sweden. 


ELECTRIC COIN SORTER and 


counter—Brandt Model SGSK Ser. 
61126—no SBA coins $800. BLVD. 
MUSIC SERVICE, 2429 South Mall, 
Kansas City, KS 66103. 


WANTED: Diggers, Cranes, and Claw 


machines. Cabinets also. Call Roger at 


(312)849-4041 (call collect after 5 pm) 


FOR SALE: Electronic boards and 
video monitor screen for Atari 
Steeplechase. Best Offer. MASTER- 
JOHN VENDING (715)635-9131. 


WANTED: backglass for Bally FireBall. 


Call Tony Scott at (316)685-1446. 


LOCATION READY GAMES: $100 and 


up. Large inventory. Trades accepted. 
Also board service and parts for sale. 
We ship anywhere. For list contact: 
Steve Rodolfich, DIXIE AMUSEMENT 


COMANY, 2803 Pass Rd., Biloxi, 


Mississippi 39531 (601)374-2681. 


WANTED: Bally’s Winners Circle 


Horse Race Machine, Copies of coin 
machine repair courses, and Bar-Top 
video card games. G & G AMUSE- 
MENTS, 37 Meadow Lane, Clifton, NJ 
07012. (201)546-3558. 


WANTED: Pre-1950 jukeboxes in any 
condition. Write or Call: RICK’S 
UNLIMITED, 569 West Street, East 
Bridgewater, MA 02333. (617)378-2589 
or (617)378-7706. 
RESTORING WURLITZERS? Have two 
motors for Model 1015, 1080 or 1100. 
Also right hand corner plastic for 
Model 1550A. MOHAWK AMUSE- 
MENT COMPANY, 603 Columbia 
Street, Utica, NY 13502. (315)732-6429 


FOR SALE: Mad Alien mini console 
with extra extension base, color. NEW- 
$1795. ELCON INDUSTRIES, 2715 
Nakota, Royal Oak, MI 48073. (313)549- 
1140. 


NEW! BELITA 


LIGHTWEIGHT PORTABLE 
COIN COUNTER 


NEW! BELITA 


LIGHTWEIGHT PORTABLE 
COIN COUNTER 


Manual or Electric 


Automatic Stop 
Inexpensive 


Coin Tray Support 
Bag Holder 

Fast 

Only 9 pounds 
Long Lasting 


R.H. BELAM CO., INC. 
1 Delaware Drive 
Lake Success, N.Y. 11040 
Phone: 516/488-5600 
Telex: 221568 or 7978093 
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GAMES WANTED: Firetruck, Bee 


Gee, Sea Wolf II, Sprint Il. Must be in 
excellent, clean condition. Can 
arrange for pick up. Call or write: 
ELCON INDUSTRIES, 2715 Nakota, 
Royal Oak, MI 48073. (313)549-1140. 


FOR SALE: AMUSEMENT & VENDING 
ROUTE. Caribbean area, U.S. territory. 
$250,000 gross, excellent growth, 
interesting extras. Contact: D. Smith, 
78 Roger Dr., Port Washington, NY 
11050. 

FOR SALE: FOOSBALL MEN: red & 
blue. 50¢ each OR 35¢ each in lots of 
100. BISMARCK AMUSEMENT 
COMPANY, 1819 Michigan Ave., 
Bismarck, ND 58501. (701)255-0477. 


ALL TOP VIDEO GAME 


# UPRIGHTS 
# COCKTAIL 
= P.C. BOARD 
@ 1.C. SPARE PARTS 


QUICK FOLLOW-UP 
& 
PROMPT DELIVERY 


Contact us for lower price and list. 


KYUGO 
COMPANY 


LID. 


2-6-14 Higashiyama, Meguro-ku 
Tokyo, Japan 
Tel: (03)710-5995 
Telex: 2222143 sintoa j. 
ATTEN: Kyugo Co. 


LOCATION READY 


ROCK-OLA 456 
ROCK-OLA 468 
ROCK-OLA 480 
FUTURE SPA 
GROUND SHAKER 
KISS 

SUPERSONIC 
JAMES BOND 
SPIDERMAN 
STELLAR WAR 
TIME WARP 
DESTROYER 
SUPER BUG 
BASKETBALL 
STARFIRE (sit down) 
GUIDED MISSILE 
SEA WOLF II (color) 
SKY RIDER 
SMOKEY JOE 
STAR HAWK 
ASTRO INVADER (cocktail) 


FOR SALE: 1015 Wurlitzer, Mint 
condition. Asking price $5500. Call 
(516)354-7779 or (212)224-4144, Ct. 
Neck. Games Inc., 2020 Lakeville Rd., 
New Hyde Pk., NY. Rentals, Sales 
locations. 


DRAW POKER & BLACKJACK 
only $795.00 


Call or write for info 
HALTRONICS GAMES 
651 Brannan St. #5 
San Francisco, CA 94107 

(415) 495-0425 


MECHANIC: Will recondition or 
repair pingames on machine basis in 
Cape May County, N.J. Call: Robert C. 
Ritterhoff (609)465-7021. 


MANAGER-MECHANIC SEEKING 
JOB! Bronx, Northern New Jersey, 
Westchester, & Rockland County area. 
Experience on ALL jukeboxes, 
electronic pins, electro-mechanical 
pins, video games, cigarette machines, 
and pool tables. Familiar with 
collections, soliciting, machine 
replacement, installations, and parts 
inventory. Have been outside for 19 
years. NOT a bench man on boards or 
chassis. Mon-Fri occasional Saturday. 
Call: (212)731-8967 or Write: Allen 
Fludd, 1721 Grand Ave., New York, NY 
10453. 


PENNY FALLS LIKE NEW! Used only 
one month. Priced $3000.%. Also MM- 
1, AMI Music R-74 AMI Music. Pins & 
video games. D & P Music Co., Box 243, 
658 W. Market St., York, PA 17405. 


WANTED: LUNAR LANDER video 
games with working monitors for 
conversion to Asteroids. VIDEO 
BROKERS, 221 E. Camelback, #1, 
Phoenix, AZ 85012. (602)264-0234. 


Klopp Lightweight 


PORTABLE 
COUNTER 


Manufactured in U.S.A. 


WE HANDLE KLOPP, DOWNEY, JOHNSON, & BELITA 
PORTABLE COIN COUNTERS—Manual or Electric 


PLAY MORE GAMES DISTRIBUTING, INC. 
1121 East Seminary Drive, Fort Worth, Texas 76115 
US WATS (800)433-2908 TX WATS (800)772-2703 OR (817)429-7705 
TELEX: 732-561 TELESERV (Dallas) 


PLAY METER, June 1, 1981 


FOOSBALL FIGURINES: Balanced. 
$39/per 100, $290/per 1000. Send $1. 
for a post paid sample pair. 
PLAYTRONICS INTERNATIONAL, 
INC., 3236 West Mescal St., Phoenix, 
AZ 85029. 


WANTED TO BUY: Digger machine— 
crane claw type. Send pictures, price, 
and specs to T.J.’s, 14th Street Mall, 
Charlottesville, VA 22903. 
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ASTEROIDS!!! 
GALAXIAN!!! 
PAC-MAN!!! 

AND MANY MORE!!! 

. LICENSED 
TOURNAMENT T-SHIRTS 


COST: Only $42/dozen 


SPECIAL: The W/Z KIDS will silk 
screen your arcade’s name on 
the back of our classic official 
videoshirts free of charge on 
your first six dozen order. This 
special offer requires a one-time 
set up fee of $20. and there is a 
six dozen minimum order. 
VIDEOSHIRTS are printed only 
on high quality, 50% combed 
cotton/50% polyester, domestic 
T-shirts. These T-shirts are great 
for promotions and tournament 

rizes. All designs are licensed 

y the Video Game’s manufac- 
turer. Call today before the 
waiting line begins! 
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ALL SILKSCREENING 
IS DONE BY HAND 
and 
IS FULLY GUARANTEED 


CALL OR WRITE FOR SAMPLE: 
THE WIZ KIDS, INC. 
P.O. BOX 92 
McKEESPORT, PA 15135 
412/751-3020 


67 


68 


TTT ITI 


seiaats Coin-op game machines may be introduced in the near future with 
holography in their programming. Already Atari, Inc. has developed a 
home video model with holographic features, and that game was featured 
by Atari at the recent Consumer Electronics Show in Las Vegas. An Atari 
spokesman responded to the question of an arcade model using the laser 
optics only by saying that "no model is at this point in production. 
The technology of holograms for amusement game application has been 
fined-tuned for some time. For a report, see PLAY METER, December 15, 
1980, page 120: "Amazing Optics Will Enhance Coin-Op Games. ah alan Sao 
soe Minnesota operators were coming to grips with "gray area" gaming 
equipment in early April. A written opinion was to be forthcoming from 
the state attorney general's office on the borderline gambling equipment 
at the request of the Music Operators of Minnesota, a spokesman for 
MOM said, A report will tollow an PLAY METER:. osewiww ta esa eels ata ewes 
ie So tacee Jack LaHart, northern New York State operator for the past 30 years, 
died suddenly on March 30. He had been an active promoter of coin-op 
games for a number of years, having launched the Northern New York 
Eight-Ball Tournament (the most recent outing of which was held April 
3-4) five years ago, and being instrumental in providing games for 
free play by athletes in the 1980 Winter Olympics in Lake Placid, N.Y. 
That locality is the base of operations of LaHart's Upstate Vending 
Service. LaHart, 58, was an Army Air Corps veteran of World War ITI, 
after which he entered a vending firm in his home area of upstate 
New York. He and the surviving Mrs. LaHart had three sons and three — 
ters. Son Bill LaHart will be Upstate Vending's president............. ‘ 
Seabed Centur1, Inc. has entered into a licensing agreement with Tehkan 
feternat onal of Japan to manufacture Route 16, a new video driving 
strategy game. On this game, according to Centuri President Ed Miller, 
an "elite" version will add to Centuri's product line, which now 
includes upright and cocktail sizes, as well as its 2001 jukebox. 
Deliveries of Route 16 in uprights were set to begin in April....... , 


scatters Mrs. Anwar Sad Sadat, wife of the president of Egypt, recently pieved, 
an American pingame in Chicago. The occasion was her visit to a 
rehabilitation facility in Chicago for the handicapped. She saw 
demonstrated the "sip and puff" game adaptation which enables handi- 
Papped Dersons: LO. DIAy ie Came saa oe. deee 6a te kW Ae wa a eee) ew oe ae 
iheiee Bally Manufacturing Corp. served as an official sponsor of the 1981 
Women's Avon Tennis Tournament held in Chicago January 26-February 1. 
Bally and Midway games were placed in the tournament competitors! 
dressing room for their enjoyment. A private tournament was held on 
the games to demonstrate skills in amusement games as well as tennis... 
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OUR FREE ASTRODATA’ KIT CAN HELP YOU SCORE 
TOP PROFITS WITH ASTEROIDS DELUXE: 


ATARI®’s new Asteroids Deluxe video game is 
hot! We know you'll want to place these games 
fast, and tell your players about this incredible 
new dimension of Asteroids™ even faster. 
That’s why we’re offering you this free Astro- 
data support kit. Proven sales tools to help you 
more effectively sell your locations, dramati- 
cally grab your players’ attention and keep 
them playing. Here’s what you get: 
1. Data Sheet. Complete description and facts. 
Everything you need to know about Asteroids Deluxe. 
2. Fact Sheet. Nine of the game's most important 
action and operator option features completely il- 


lustrated—what makes Asteroids Deluxe the new gen- 
eration of Asteroids. 


3. Game Photos. 8’’x10’’ B/W photos of all three 


© 1981 ATARI, Inc. 


© A Warner Communications Company 


cabinet models for presentation or use in local adver- 
tising and promotion. 


4. Premiums. 8''x10"’ B/W photo of available T-shirt, 
location poster and new location decal for use as in- 
centive giveaways, in-store promotion. 


5. Tournament Ideas. Suggestions for contests and 
tournaments you can stage in your locations to boost 
replay. 


6. Ad “Slick”. A reproducible ad (approx. 7’’x10’’) 
ready to place in local newspapers or magazines. Ad 
contains one ‘‘Free Play’’ coupon with a place for in- 
sertion of your location name and address to help 
draw players to your ‘‘Astrobase’”’. 


7. Radio Commercials. Scripts of 60, 30, and 10 se- 
cond radio spots dramatizing the game. Plus instruc- 
tions for selecting the stations and broadcast times 
that match your players’ listening preference. And 
how to produce spots inexpensively. 


Get a head start on profits. Send in the coupon today. 


Atari, Inc. 1215 Borregas Avenue, Sunnyvale, CA 94086 
Please send me my free Astrodata Kit. 


Name 
Co./Store Name ———— 
Address ————————— 
State 


Telephone 
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EVOLUTION 
IN VIDEO GAMES 


NOW SHIPPING 
DECO Cassette System 


1. HIGH CASH RETURNS ASSURED oe 


You can be sure of top returns. Now keeping up 
with the winning games is simple—and cheap. 


2, NO EXPENSIVE REPLACEMENTS. 


Once a game loses its popularity, there is no need to replace 
expensive cabinet units. DECO CASSETTE tapes will bring anew game 
within minutes. 


3. AMPLE SUPPLY OF NEW GAMES 


We can supply over 10 DECO original games a year and under license, 
supply the popular games of other major Japanese makers in tape 
cassettes too. 


4. EASY TO CHANGE 


Simply change the cassettes and key modules. 


5. ANY GAME CAN BE TAPED 


The cabinet assembly contains a highly efficient microprocessor that 
can assimilate any game. 


6. RELIABILITY IS OUR RESPONSIBILITY. 


As the cabinet assembly and cassette structure will remain the same 
over a long period, maintenance procedures are simplified, and 
quality of product is assured. 


CHANGE GAME CASSETTE SIMPLY LIKE THIS 


| LEVER ADJUSTMENT 
| | 
| 
| 
| 
| 


change cassettes. set key module. replace explanation panel. fit the joy stick movement stopper, 


suitable for the game. 


DATA EAST INC. 


470 Gianni Street, Santa Clara 
CA 935050 U.S.A. 

Telephone: (408)727-44930 
Telex: 172163 DATAEAST SNTA 


CALL YOUR NEAREST DISTRIBUTOR 
OR CONTACT DATA EAST INC. 
TOLL-FREE No. 800/538-5129 


COPYRIGHT 1980 BY DATA EAST INC ALL RIGHTS RESERVED 


